The  JOURNAL  of 

Property  Management 


Division  of 
Publications 

James  C.  Downs,  Jr, 
Editor 

Hudson  Moore,  Jr. 

Chairman 
Charles  H.  Bell 
H.  Walter  Graves 


Editorial  Staff 

Olive  Dyer 
Associate  Editor 
C.  M.  Jones 
David  L.  Keith 


MARCH,  1949 

Volume  XrV 
Number  3 


This  publication  is  provided  as  a 
medium  for  the  expression  of  in¬ 
dividual  opinion  concerning  man¬ 
agement  practice  and  procedure 
and  topics  allied  thereto.  The 
articles  printed  herein  do  not  neces- 
sardy  represent  the  endorsement  of 
the  Institute  or  of  the  majority  of 
the  members  excepting  as  such 
statements  may  be  designated  as 
approved  by  the  Governing  Council. 
The  editors  exercise  only  a  general 
supervision  of  the  material  and  as¬ 
sume  no  responsibility  for  the  opin¬ 
ions  expressed  by  the  contributors. 


Contents 


The  Editor’s  Review . 147 

New  Opportunities  in  the  Commercial  Fields  .  .  149 

How  to  Start  a  Management  Business . 157 

By  Henry  G.  Beaumont 

Selling  Management  the  “BrieP’  Way . 167 

By  Durand  Taylor 

Managing  Parking  Lots . 187 

By  William  J.  Porter,  Jr, 

Maintenance  Exchange . 195 

What  to  Read . 199 

New  Certifications . 202 

National  and  Chapter  Officers . 204 

Advisory  Boards  and  Committees . 207 

Certified  Property  Managers . 208 

Accredited  Management  Organizations . 220 


Published  quarterly  by  the  Institute  of  Real  Estate  Management  at  22  West 
Monroe  Street,  Chicago  3,  Illinois.  Copyright  1949,  by  the  Institute  of  Real 
Estate  Management.  All  rights  reserved. 

Entered  as  second  class  matter  July  24,  1941,  at  the  post  office  at  Chicago,  Illinois, 
under  the  act  of  March  3,  1879.  Subscription  rates:  fS.OO  a  year;  $1.25  a  copy. 
Remittances  may  be  made  by  personal  checks,  drafts,  or  post  office  or  express 
money  orders  payable  to  The  JotKpal  of  Property  Management,  22  West  Monroe 
Street,  Chicago,  3,  Ill.  Printed  in  the  United  States  of  America. 


The  Professional 


r 
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CERTIFIED  PROPERTY  MANAGER 


■HEREBY  PLEDGE  MYSELF 
to  act  in  strict  accordance  with 
the  principles,  declarations,  and 
regulations  of  The  Institute  of 
Real  Estate  Management. 

(PLEDGE  MYSELF  in  particu¬ 
lar  to  place  honesty  and  thor¬ 
ough  work  above  all  else  in  my 
administration  of  real  property; 
to  advance  myself  constantly  in 
knowledge  and  ability  through  the 
study  of  literature  on  real  estate 
management,  the  instruction  of 
eminent  teachers,  the  interchange 
of  experiences  with  fellow  Certified 
Property  Managers,  and  attendance 
at  meetings  of  the  Institute  when¬ 
ever  possible;  to  be  faithful  to  the 
personal  interests  of  my  profes¬ 
sional  brothers  and  to  seek  their 
counsel  when  in  doubt  of  my  own 
judgment;  to  render  willing  help  to 
my  fellow  Certified  Property  Man¬ 
agers;  and  to  give  my  services 
freely  to  the  Institute  as  required  or 
desired. 


Moreover,  i  pledge  my¬ 
self  to  shun  unwarranted 
personal  publicity  and  dishonest 
money  seeking  as  disgraceful  to  our 
profession ;  to  render  complete, 
thorough,  and  honest  service  to 
landlord  and  tenant  alike  regard¬ 
less  of  monetary  consideration;  to 
strive  assiduously  to  build  goodwill 
for  the  properties  under  my  charge 
and  to  use  my  best  talents  at  all 
times  to  preserve  and  maintain  the 
value  of  such  properties ;  to  secure 
the  greatest  possible  net  return  to 
the  owners  of  properties  entrusted 
to  my  management;  and  to  give  de¬ 
voted  attention  to  the  safety  and 
comfort  of  tenants  of  these  prop¬ 
erties. 


Finally,  i  pledge  my¬ 
self  to  cooperate  in  advanc¬ 
ing  and  extending,  by  every  lawful 
means  within  my  power,  the  infiu- 
ence  of  The  Institute  of  Real  Estate 
Management. 


The  Institute  of  Real  Estate  Management 

of  the  National  Association  of  Real  Estate  Boards 


The  Editor’s  Review 


DECLINING  RENTS 

J^FTER  a  number  of  years  in  which 
strong  markets  and  an  accelerating  econ¬ 
omy  produced  steadily  higher  consumer 
pressure  against  all  forms  of  building 
space,  it  may  seem  strange  to  some  of  our 
readers  to  see  an  editorial  entitled  “Declin¬ 
ing  Rents.”  It  may  even  occur  to  the  reader 
to  wonder  why — even  if  there  were  declin¬ 
ing  rents — an  editorial  comment  should 
be  made  about  them.  MightnU  the  sub¬ 
ject  more  suitably  be  handled  as  an  arti¬ 
cle?  What  is  there  to  editorialize  about.^ 

The  reason  for  an  editorial  is  to  point 
up  the  responsibilities  of  the  CPM  in  a 
declining  market.  First,  it  must  be  gener¬ 
ally  admitted  that  the  property  manager 
has  a  unique  position  in  that  he  is  neither 
buyer  nor  seller  in  a  rental  transaction. 
It  is  bis  duty  to  represent  his  client  (the 
building  owner)  in  such  a  manner  as  to 
enable  the  property  under  his  management 
to  enjoy  the  maximum  net  return  over  its 
remaining  physical  life. 

As  a  part  of  this  responsibility  it  is  con¬ 
tinuously  necessary  for  the  manager  to 
appraise  the  value  of  the  space  being 
rented  and  to  come  as  closely  as  possible 
to  keeping  the  said  space  leased  at  its 
going  value.  In  periods  of  rising  markets 
the  manager  must  adjust  rentals  upward 
promptly  and  to  the  full  extent  justified. 
In  periods  of  declining  markets,  it  is  pre¬ 
sumed  to  be  the  path  of  wisdom  to  follow 
the  same  course — reducing  rentals  in  sym¬ 
pathy  with  declining  values. 

The  purpose  of  this  editorial  is  to  call 
the  attention  of  CPMs  to  the  fact  that 
general  conditions,  as  this  is  written,  point 
to  the  fact  that  certain  types  of  commercial 


rentals  will  be  found  excessive  in  1949 
when  measured  against  the  real  values 
which  prevailed  in  1947  and  1948.  In 
cases  where  leases  are  based  upon  percent¬ 
age  rentals  this  adjustment  will  be  auto¬ 
matic  and  its  fairness  will  likewise  be 
assumed  without  question.  The  same  rea¬ 
soning  should  be  applied  to  leases  based 
upon  flat  dollar  rates. 

The  old  type  of  landlord-tenant  relation¬ 
ship,  in  which  both  landlord  and  tenant 
sought  to  take  advantage  of  each  other  by 
arranging  lease  terms  in  favor  of  one  at 
the  expense  of  the  other,  is  obsolete  in 
relation  to  modern  concepts.  In  the  per¬ 
centage  lease  the  landlord  and  tenant  are, 
to  an  extent,  limited  partners.  In  a  bank 
lease  recently  completed  in  Detroit,  the 
rental  provided  was  a  percentage  of  the 
net  income  derived  from  the  tenant’s  oper¬ 
ations.  This  is  a  step  further  in  the  direc¬ 
tion  of  partnership. 

CPMs  should  take  the  lead  in  bringing 
understanding,  fairness  and  practical  hon¬ 
esty  to  the  problems  which  will  be  pre¬ 
sented  in  the  declining  market.  By  so 
doing  they  will  better  represent  their 
clients  over  the  long  pull. 

THE  EDUCATION  CHALLENGE 

In  THE  course  of  the  past  three  years 
especially,  the  progress  of  education  in  the 
field  of  real  estate  has  been  truly  phenom¬ 
enal.  Spearheaded  by  the  leadership  of 
the  National  Association  of  Real  Estate 
Boards  and  its  several  specialized  Insti¬ 
tutes,  colleges  and  universities  have  of¬ 
fered  classes  in  a  wide  variety  of  real  estate 
subjects — appraisal,  brokerage,  real  estate 
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management  and  mortgage  banking  being 
among  the  foremost.  Moreover,  schools  of 
business  administration  in  major  universi¬ 
ties  are  offering  courses  in  real  estate 
whereunder  the  student  may  obtain  full 
academic  preparation  for  entrance  into  the 
real  estate  field. 

One  of  the  basic  needs  of  the  entire  edu¬ 
cational  field  at  the  present  time  is  addi¬ 
tional  text  material  and  literature  which 
can  be  used  by  these  educational  institu¬ 
tions  in  connection  with  the  courses  being 
offered.  Students  and  instructors  alike  are 
hungry  for  practical,  interesting  and  au¬ 
thoritative  books  and  articles  on  subjects 
related  to  their  courses.  They  are  also 
very  grateful  when  lecturers  come  to  their 
classes  from  the  practical  business  world. 

The  Institute  of  Real  Estate  Manage¬ 
ment  has  not  been  idle  in  the  field  of  edu¬ 
cation,  yet  it  is  a  long  way  from  adequately 
meeting  the  challenge  of  current  needs. 


Whereas  the  Institute’s  text  on  real  estate 
management  is  now  the  basic  text  in  man¬ 
agement  courses  in  more  than  a  score  of 
leading  universities,  the  Institute  has  not 
followed  through  in  profviding  classroom 
instruction  outlines,  examinations  and  stu¬ 
dent  literature.  There  is  no  provision  for 
systematic  contact  with  the  academic  peo¬ 
ple  in  those  schools  which  are  now  offer¬ 
ing  courses  in  our  field. 

The  courses  which  the  Institute  conducts 
each  year  throughout  the  country  are  an 
excellent  service  to  the  profession.  But  in 
the  coming  May  meetings,  the  Institute 
should  encourage  its  Education  Committee 
to  accept  the  challenge  of  the  higher  stand¬ 
ards  of  professionalization  which  must 
be  a  constant  part  of  the  Institute’s  pro¬ 
gram.  This  means  a  closer  contact  with  the 
educational  institutions  of  the  country  and 
a  more  mature,  more  advanced  range  of 
educational  services. 


NOTE  TO  OUR  READERS 

The  Journal  of  Property  Management  solicits  its  readers  to  become  contributors 
to  its  pages.  Manuscripts  of  broad  interest  to  real  estate  managers  should  be  be¬ 
tween  10  and  20  pages  of  double-spaced  typewritten  material  and  may  be  accom¬ 
panied  by  illustrations.  Feature  articles  of  shorter  lengths  also  will  be  considered 
in  the  light  of  their  special  interest. 

Readers  desiring  to  submit  articles  for  publication  should  send  them  to  the 
Journal  at  its  offices  at  22  West  Monroe  Street,  Chicago  3.  Manuscripts  submitted 
will  be  read  immediately  upon  receipt.  If  accepted  for  publication,  authors  will 
be  notified  and  advised  of  the  issue  in  which  their  article  will  be  published. 

Generally  speaking,  members  of  the  Institute  contribute  articles  although  pro¬ 
vision  has  been  made  for  the  payment  of  a  modest  honorarium  for  articles  of 
special  merit. 
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NEW  OPPORTUNITIES  IN  THE 
COMMERCIAL  FIELDS 

The  changing  economic  climate  has  brought  many  new  conditions  in 
commercial  and  industrial  real  estate.  The  new  atmosphere  spells  out  an 
irresistible  challenge  for  the  alert  managers  and  brokers.  This  article  de¬ 
scribes  some  of  the  new  opportunities  in  the  commercial  real  estate  field 
as  a  result  of  recent  trends  in  price  value  and  occupancy. 


^XhERE  is  little  doubt  that  the  property 
manager  who  is  surveying  his  business  op¬ 
portunities  for  the  next  several  months 
will  recognize  swiftly  that  the  pattern 
of  his  business  unquestionably  will  be 
changed  from  that  prevailing  since  1939. 
The  ease  with  which  individual  owners  of 
buildings  have  established  enviable  earn¬ 
ing  records,  without  either  long-term  ex¬ 
perience  or  professional  advice,  grew  out 
of  economic  conditions  which  no  longer 
prevail.  As  a  result,  the  entire  market  for 
professional  management  service  has  been 
stepped  up. 

It  is  the  purpose  of  this  article  to  spot¬ 
light  only  one  phase  of  this  generally 
improved  opportunity,  i.e.,  the  area  of 
management  activity  represented  by  com¬ 
mercial  and  industrial  buildings.  It  is  pre¬ 
sumed  by  your  author  that  the  typical 
property  manager  is  a  firm  or  person  who 
is  also  interested  in  brokerage.  Thus  the 
opportunities  described  as  growing  out  of 
the  present  day  trends  in  these  types  of 
buildings  are  both  management  and  mer¬ 
chandising. 

Postwar  Space  Tight 

First,  let  us  look  at  some  of  these  trends. 
We  know,  for  example,  that  in  the  period 
immediately  following  World  War  II  there 
was  a  tight  shortage  of  all  types  of  space — 
both  commercial  and  industrial.  Office 
space  was  scarce  because  many  tenants 


were  expanding  their  organizations  to  take 
advantage  of  lush  business  opportunities 
built  up  by  the  backlogs  of  war  demand. 
Men  returning  from  the  armed  services 
and  re-entering  business  or  the  professions 
were  anxious  to  locate  offices.  Many  busi¬ 
nesses  which  had  been  forced  out  of  pro¬ 
duction  and  distribution  by  wartime  regu¬ 
lation  were  back  in  the  market  for  office 
space.  Moreover,  government  offices — ex¬ 
panded  for  war  activity — were  contracting 
slowly,  were  still  occupying  the  bulk  of 
the  space  leased  during  the  war  period. 

The  result  of  this  tremendous  pressure 
on  the  restricted  amount  of  office  space 
available  in  the  typical  American  city  (for, 
after  all,  there  has  been  virtually  no  office 
building  construction  in  this  country  since 
1930)  was  a  natural  *^bidding*'  for  space  in 
which  office  building  owners  and  managers 
were  able — on  the  average — to  double  rent¬ 
als  over  their  pre-war  rates  by  the  middle 
or  end  of  1946.  This  was  at  least  true  of 
their  then  current  “asking”  prices,  even 
though  many  long-term  leases  were  carried 
over  at  lower  rates. 

By  and  large  during  1947  and  1948  ten¬ 
ants  who  desired  office  space  in  normal 
office  buildings  were  forced  to  pay  these 
new  rates,  whether  it  was  on  a  renewal  of 
their  old  lease  or  whether  it  was  for  new 
space.  And  because  business  was  good, 
they  did  not  object.  Certainly  the  office 
buildings,  after  a  long  period  of  selling 
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space  at  well  below  the  justified  rates, 
were  not  to  be  unduly  criticised  for  hiking 
their  rents  to  more  reasonable  levels. 

Store  Demand  Also  Strong 

In  the  case  of  store  properties  there  was 
likewise  an  extraordinary  demand.  New 
goods  were  coming  into  the  markets — 
goods  which  had  not  been  available  since 
before  the  war.  New  houses  were  being 
built  in  new  areas — houses  which  brought 
new  consumers  into  these  areas  and  justi¬ 
fied  the  erection  of  new  store  facilities.  In 
many  cities  there  was  a  substantial  popula¬ 
tion  growth  and  the  gross  market  for  retail 
outlets  was  raised  rapidly.  Over  and 
above  all  these  facts,  retail  sales  in  general 
soared  to  new  heights  and  risk  capital  was 
attracted  to  the  obviously  successful  field 
of  retail  merchandising. 

Industrial  properties,  strangely  enough, 
were  also  in  strong  demand  in  the  early 
post-war  days.  Whereas  it  had  heen 
thought  that  the  end  of  the  war  would  see 
a  rapid  and  serious  decline  in  U.  S.  indus¬ 
trial  activity,  no  real  drop  in  demand  took 
place.  Hundreds  of  manufacturers,  both 
large  and  small,  used  accumulated  profits 
from  the  war  period  to  build  new  plants. 
Other  new  enterprisers,  who  saw  a  great 
market  for  consumer  goods,  came  into  the 
market  to  absorb  space  being  liberated  by 
the  owners  of  new  plants. 

Turning  Point  Reached 

Toward  the  end  of  1948,  however,  these 
conditions  underwent  a  change  which  has 
accelerated  in  the  first  few  months  of  1949 
and  which  has  produced  some  of  the  op¬ 
portunities  which  will  be  discussed  subse¬ 
quently  herein. 

In  the  office  building  field,  for  example, 
the  new  higher  rates  for  space  brought 
gross  rentals  for  office  tenants  which — in  a 
changed  business  climate — were  not  as 


easily  borne  by  business  houses  as  they  had 
been  in  1946  and  1947.  Office  tenants 
began  to  ask  themselves  whether  they 
needed  as  much  space  as  they  had  origi¬ 
nally  contracted  for.  They  also  began  to 
ask  themselves  whether  they  needed  to  be 
in  a  downtown  location.  Many  office  ten¬ 
ants  who  represented  the  eommereial  divi¬ 
sions  of  industrial  eorporations  asked 
themselves  whether  they  might  not  be  bet¬ 
ter  off  if  offiee  operations  were  eondueted 
in  eonnection  with  industrial  operations, 
out  at  the  plant  site. 

Changes  in  trend  equally  impressive 
were  recorded  in  both  the  retail  store  field 
and  in  the  industrial  field — both  as  the 
result  of  the  marked  drop  in  general  busi¬ 
ness  and  the  new  emphasis  on  competitive 
effort  in  all  lines  of  business. 

What  Changes  Mean  to  You 

Now  what  have  these  changes  meant  to 
the  broker-property  manager,  and  bow  can 
he  capitalize  upon  them  during  1949? 

In  the  first  place,  there  is  a  real  oppor¬ 
tunity  in  the  field  of  straight  professional 
management  for  the  owners  of  all  of  these 
types  of  buildings.  Most  people  do  not 
realize  the  tremendous  change  in  the 
ownership  of  real  estate  which  took  place 
between  1939  and  1949.  During  this  pe¬ 
riod,  most  property  managers  were  profit¬ 
ably  employed  in  the  brokerage  field  and 
their  efforts  at  obtaining  new  business  for 
their  management  departments  were  spo¬ 
radic,  to  say  the  least.  In  all  probability 
they  did  not  keep  their  ownership  records 
up  to  date  or  their  contacts  with  stable 
owners  alive.  They  were  probably  most 
interested  in  those  owners  who  were  apt  to 
sell  their  properties,  and  not  so  much  in 
those  who  were  retaining  them  for  self¬ 
management. 

Elsewhere  in  this  issue  of  the  Journal 
there  are  competent  articles  on  the  matter 
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of  soliciting  and  obtaining  management 
business.  It  is  not  the  purpose  of  this 
article  to  go  beyond  the  statement  that 
there  is  a  tremendous  new  opportunity  and 
a  particularly  timely  opportunity  in  the 
general  solicitation  of  management  busi¬ 
ness  in  the  commercial  and  industrial 
fields.  By  this  we  mean  especially  those 
buildings  which  are  now  owned  by  persons 
or  corporations  who  intend  to  keep  them 
indefinitely  into  the  future. 

Over  and  above  this  rather  trite  oppor¬ 
tunity — ^which,  after  all  certainly  will  be 
recognized  by  most  men  who  are  in  the 
management  field — we  desire  to  explore 
other,  less  obvious  sources  of  profitable 
business. 

Business  Sources  to  Watch 

Let  us  examine,  for  a  moment,  the  op¬ 
portunities  being  presented  in  the  office 
building  field.  The  first  of  these  involves 
leasing.  In  every  city  there  are  thousands 
of  square  feet  of  office  space  in  so-called 
“grade  A”  office  structures  tenanted  by 
firms  who  have  no  real  need  to  be  located 
in  a  choice  downtown  location.  Many  of 
these  businesses  were  established  in  the 
buildings  they  now  occupy  and  have  con¬ 
tinued  to  use  their  building  as  headquar¬ 
ters  simply  because  they  have  never 
thought  of  moving.  At  rentals  of  from 
$3.50  to  $6.00  per  square  foot  in  today’s 
business  climate,  however,  their  rent  rep¬ 
resents  a  substantial  expenditure  of  com¬ 
pany  funds  which  might  be  reduced  dra¬ 
matically  if  they  were  to  move  to  much 
less  expensive  quarters. 

Alert  brokers  in  every  city  can  spot  such 
firms,  can  present  them  with  suitable  quar¬ 
ters  in  buildings  which  are  able  to  provide 
space  at  much  less  money.  Brokerage  deals 
of  real  volume  can  result  from  such  ana¬ 
lytical  selling.  In  many  cases  the  manage¬ 
ment  firm  can  obtain  the  management  of 


the  building  into  which  the  large  tenant 
is  moved  simply  on  the  strength  of  the 
lease  that  has  been  made. 

This  source  of  business  is  not  by  any 
means  restricted  to  leasing.  The  same 
business  climate  which  is  causing  large 
office  building  tenants  to  think  about  sav¬ 
ings  in  space  is  also  producing  vacancy  in 
so-called  “loft”  buildings.  Many  of  these 
are  located  on  the  edges  of  the  commercial 
districts — in  some  cases  in  the  direction  of 
the  major  movements  of  the  cities  in  which 
they  are  located.  At  a  comparably  small 
expenditure  these  buildings  can  be  con¬ 
verted  into  really  attractive  and  suitable 
office  buildings  for  food  distribution  com¬ 
panies,  steel,  oil  or  others.  Analyses  may 
be  prepared  which  will  show  prospective 
buyers  that  they  can  purchase,  maintain 
and  pay  for  such  buildings  at  rentals  con¬ 
siderably  less  than  their  downtown  spaces. 
In  cases  where  the  new  building  is  larger 
than  that  actually  needed  for  the  present 
occupancy  of  the  prospective  buyer  (it  is 
desirable  to  sell  buildings  which  are  some¬ 
what  larger,  so  that  the  buying  tenant  can 
expand  in  the  future)  there  is  an  oppor¬ 
tunity  for  management  and  leasing  con¬ 
tracts  as  a  return  over  and  above  the 
brokerage  commission  originally  earned. 

Outlook  in  Retail  Field 

In  the  retail  field  it  is  to  be  expected  that 
the  wave  of  construction  which  has  marked 
the  period  from  1945  to  1949  will  be 
brought  to  an  end  by  the  downward  trend 
of  retail  sales — a  trend  which  will  prob¬ 
ably  prevail  during  the  next  year  or  so. 
On  the  other  hand,  this  does  not  mean  that 
the  activity  in  retail  space  will  come  com¬ 
pletely  to  an  end. 

Most  observers  will  agree  that  there  has 
been  undue  expansion  in  the  retail  field. 
Stores  have  sprung  up  and  have  been 
operated  by  persons  who  rushed  into  the 
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Located  on  the  fringe  of  the  traditional  commercial  area,  the  above  property  has  been  con- 
verted  from  industrial  and  quasUindustrud  use  to  office  use.  Such  structures  offer  an 
opportunity  to  managers  and  brokers  in  the  1949  market. 
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post-war  lush  period  and  took  advantage 
of  a  buying  volume  which  all  of  us  recog¬ 
nized  as  abnormal.  In  communities  whose 
basic  purchasing  power  will  support  three 
of  a  certain  kind  of  retail  or  service  estab¬ 
lishment,  as  many  as  five  or  six  have  been 
doing  a  fair  business  during  the  past  two 
or  three  years.  It  is  obvious  that  as  con¬ 
sumer  purchases  settle  down  to  normal 
volume,  the  number  of  such  stores  will  be 
reduced  by  the  effects  of  competition.  The 
weaker  ones  will  give  up  their  stores  and 
vacancy  wiU  mount. 

There  are  many  evidences  that  this 
action  is  taking  place  at  the  moment. 
Business  failures  as  reported  by  the  credit 
agencies  have  been  mounting  monthly. 
Reports  from  all  major  cities  recite  a  ris¬ 
ing  store  vacancy,  particularly  in  the  out¬ 
lying  stores  which  are  are  off  the  beaten 
paths  of  bargain-conscious  consumers. 


Easily  Converted  to  Offices 

Many  of  these  vacant  retail  stores  are 
suitable  for  office  use.  Proposals  can  be 
prepared  to  show  small  office  tenants  that 
they  can  actually  purchase,  pay  for,  and 
own  such  store  buildings  at  considerably 
less  expense  than  that  of  their  office  build¬ 
ing  location. 

When  these  prospects  are  logically  se¬ 
lected  (from  among  those  office  tenants 
who  do  not  necessarily  need  to  be  in  their 
present  office  building  location)  there  are 
many  advantages  of  such  purchase  which 
can  be  successfully  demonstrated.  For 
example:  in  most  such  outlying  locations 
there  is  no  parking  problem  for 'the  boss 
or  his  employees.  Expensive  parking  lot 
or  garage  fees  can  be  completely  avoided. 
In  the  typical  city,  office  help  can  be 
secured  cheaper  away  from  the  downtown 


The  ttore  fronts  on  the  far  left  of  this  picture  of  a  Chicago  store  and  apartment  building 
illustrate  a  conversion  of  store  space  into  office  use.  Here  several  store  rooms  in  a  secondary 
retail  area  have  been  taken  over  as  offices  by  the  Maybelline  Company. 
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The  one  story  factory  building  is  gradually  replacing  the  multi-story  loft  building  as  the  basic 
industrial  unit.  Because  of  increased  efficiency  possible  iit  such  plants,  many  opportunities  for 
industrial  re-location  will  exist  in  the  competitive  manufacturing  markets  of  1949, 


1949 


areas,  due  to  less  tedious  transportation, 
and  more  inexpensive,  convenient  eating 
places. 

Frequently  this  type  of  store  building 
can  be  sold  to  commercial  establishments 
when  the  number  of  stores  in  the  property 
exceed  the  space  requirements  of  the  for¬ 
mer  office  tenant.  As  noted  above,  most 
commercial  proprietors  are  sanguine  of  the 
future  of  their  business,  believe  in  their 
ultimate  expansion.  It  is  only  logical, 
therefore,  that  they  should  buy  a  store 
property  in  which  such  expansion  could 
be  accommodated.  This  means  that  the 
new  owner  will  have  a  management  and 
leasing  problem  which  can  be  best  solved 
through  an  agency  arrangement,  an 
added  profit  to  the  manager-broker  who 
makes  the  deal. 

Promise  in  Industrial  Field  Also 

The  very  business  climate  which  will  act 
to  discourage  many  property  managers  will 
be  responsible  for  opportunities  for  others. 
In  the  industrial  field,  manufacturers  who 


face  new  competitive  conditions  will  need 
to  operate  at  the  highest  possible  rate  of 
efficiency  in  order  to  compete  profitably 
with  their  products.  In  modem  times, 
high  efficiency  means  the  lowest  ratio  of 
labor  to  product. 

It  has  been  demonstrated  during  the 
war  that  factories  operating  on  one  floor 
have  definite  advantages  in  many  types  of 
business  over  those  which  operate  in  multi¬ 
story  plants  of  the  old-fashioned  loft  build¬ 
ing  type.  The  one  floor  operation  elimi¬ 
nates  much  of  the  expensive  handling  of 
goods  and  materials  which  eat  up  large 
quantities  of  labor.  There  is  no  need  to 
operate  elevators  and  the  new  designs  of 
buildings  make  it  possible  to  route  work 
and  materials  over  the  shortest  possible 
floor  routes. 

A  property  manager  can  easily  make  a 
hook-up  with  an  industrial  architect  on  a 
contingent  basis  to  form  a  team  for  the 
development  of  new  business.  With  a 
minimum  of  investigation,  this  team  can 
uncover  a  number  of  manufacturing  plants 
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which  are  operating  multi-story  plants 
where  new  efficiencies  can  he  introduced 
through  the  re-design  and  relocation  of 
plant.  This  means  not  only  the  sale  of 
vacant  land  on  which  the  new  plant  is  to 
he  huilt,  hut  frequently  means  the  sale  or 
management  of  the  existing  building. 

Don't  Overlook  Any  Beta 

In  cases  where  substantial  employers  of 
factory  help  are  moved  to  new  locations, 
collateral  deals  frequently  develop.  During 
the  war  period  many  new  industrial  areas 
were  built  up  at  a  time  when  it  was  against 
the  building  regulations  to  erect  such 
things  as  restaurants,  taverns  and  other 
tjrpes  of  buildings  which  are  needed  to 
serve  the  volume  of  new  employees.  Man¬ 
agers  who  move  new  plants  into  an  area 
should  explore  the  possibilities  of  also 
selling  locations  for  such  collateral  service 
establishments.  Often  their  simultaneous 
promotion  will  help  to  sell  an  employer 
who  wonders  where  his  help  will  eat  when 
the  new  plant  is  opened. 

One  of  the  most  neglected  fields  of  com¬ 
mercial  opportunity  lies  in  the  purchase 
and  development  of  land  which  imme¬ 
diately  adjoins  major  building  operations. 
For  example,  if  a  new  Sears  store  is 
announced  for  any  neighborhood  in  any 
major  city,  it  is  almost  certain  that  there 
will  be  a  real  opportunity  for  commercial 
establishments  on  the  adjacent  property. 
Managers  should  be  alert  to  these  possibili¬ 
ties  and  develop  building  and  management 
deals  from  vigilance  in  this  respect. 

The  Lure  of  Lower  Rentals 

In  any  declining  market  there  are  always 
landlords  who  resist  lower  rents  as  a  result 
of  their  unwillingness  to  accept  changed 
conditions.  Tenants  whose  rents  have 
been  raised  during  the  past  several  years 
on  the  basis  of  higher  retail  sales,  will 
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seek  lower  rents  as  their  sales  fall  off.  In 
the  many  cases  wherein  landlords  refuse  to 
be  realistic  about  such  reductions,  the  ten¬ 
ant  will  be  in  the  market  for  a  new  location. 
To  move  the  tenant  will  depend  upon  the 
ability  of  the  manager  or  broker  to  prove 
to  the  tenant  that  his  business  will  be  as 
good  or  better  in  the  new  location  as  it  was 
in  the  original  spot.  This  means  careful 
investigation  and  the  preparation  of  briefs 
to  set  forth  the  reasoning  of  the  manager  in 
a  manner  which  can  be  easily  understood 
by  the  tenant. 

When  the  tenant  has  been  moved  to 
the  new  location  at  a  rent  satisfactory  to 
him,  then  the  property  manager  should 
contact  the  owner  of  the  building  from 
which  the  tenant  was  removed  as  a  pros¬ 
pect  for  management  and  leasing  service. 
Almost  always,  after  one  or  two  months  of 
vacancy,  the  owner  will  become  more  real¬ 
istic  about  the  value  of  his  store  and  will 
be  willing  to  make  a  deal  for  some  tenant 
from  some  other  landlord  who  has  not  had 
the  experience  of  a  vacant  store. 

This  kind  of  operation  can  go  on  almost 
indefinitely,  with  management  business 
volume  increasing  as  the  moves  are  made. 
Whereas  it  may  seem  as  thtmgh  the  man¬ 
ager  is  “raiding''  the  market,  he  is  only 
performing  a  service  for  tenant  and  land¬ 
lord  alike.  Experience  clearly  indicates 
that  there  are  some  people  who  can  learn 
about  lower  rentals  only  through  the  bit¬ 
ter  experience  of  vacancy  and  there  is  no 
reason  why  the  alert  manager  should  avoid 
being  the  instrumentality  through  which 
such  education  is  spread. 

These  are  but  a  few  of  the  opportunities 
which  have  grown  out  of  a  changed  busi¬ 
ness  climate.  They  illustrate  how  positive 
thinking  can  be  of  help  to  the  man  who 
feels  that  any  kind  of  economic  condition 
of  necessity  gives  birth  to  some  type  of 
new  activity. 
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HOW  TO  START 
A  MANAGEMENT  BUSINESS 

By  Henry  G.  Beaumont 

Do  you  ever  wonder  why  some  management  businesses  prosper  while 
others  drop  by  the  wayside?  Here  is  a  candid  account  of  how  one  man¬ 
ager  built  a  successful  business  by  applying  hard  work  and  sound  ideas 
in  proper  proportion.  Some  of  it  involved  learning  things  the  hard  way, 
but  the  rest  was  based  on  honest  effort  and  the  use  of  imagination  and 


enterprise.  And  his  business  is  still 

This  article  could  have  properly 
been  entitled  “How  Not  to  Start  a  Man¬ 
agement  Business.”  I  certainly  cannot 
recommend  the  method  I  used  any  more 
than  I  could  recommend  a  person  to  butt 
his  face  against  a  stone  wall.  But  as  a 
chronological  story  of  how  I  began,  it  may 
bring  back  nostalgic  memories  of  your  own 
early  days  in  the  property  management 
business.  Like  most  of  the  others,  my  busi¬ 
ness  was  born  in  the  depression,  nurtured 
in  the  30’s  and  brought  near  to  full  bloom 
in  the  40’s.  Contrary  to  many,  my  business 
was  not  sold  out  in  the  boom  years  but  has 
increased  each  yet^r  since  its  inception. 

But  I’m  getting  ahead  of  my  story.  I 
broke  into  the  real  estate  business  in 
Beverly  Hills  in  1927,  remaining  there  until 
1931.  I  personally  believe  that  every 
property  manager  should  spend  a  little  time 
selling  real  estate.  It  gives  you  a  knowl- 

Henry  C.  Beaumont  is  head  of  The  Beaumont 
Co.  in  Beverly  Hills,  California.  Except  for  18 
months  with  Standard  Oil,  he  has  been  active  in  the 
real  estate  field,  both  management  and  brokerage, 
since  his  graduation  from  the  University  of  Cali¬ 
fornia  with  a  BS.  degree  in  1925.  For  the  past  17 
years  he  has  devoted  himself  exclusively  to  the 
management  phase  of  the  real  estate  business  and 
has  found  it  “unlimited  in  its  possibilities,”  some 
of  which  he  discusses  here. 


growing. 

edge  of  buildings,  neighborhoods  and 
values  that  stands  you  in  good  stead  in  your 
management  business. 

Baptism  for  a  Manager 

In  the  latter  part  of  1931  a  friend  of  mine 
called  me  and  offered  me  a  job.  He  had  a 
connection  with  a  Mortgage  Company  and 
was  acquiring  buildings  at  the  rate  of  one 
or  two  per  day.  My  first  job  was  to  inven¬ 
tory  an  84  unit  apartment  house.  I  knew 
nothing  about  pots  and  pans,  colanders,  pU- 
low  slips  and  the  myriad  of  details  included 
in  the  furniture  and  equipment  of  an  apart¬ 
ment  house.  The  manager  laughs  to  this 
day,  at  how  I  inventoried  that  building.  It 
was  in  one  of  the  more  undesirable  sections 
of  Los  Angeles  and  I  certainly  cut  my  eye 
teeth  on  that  one.  Fires,  murders,  rob¬ 
beries,  births,  prostitutes,  cab  drivers — the 
job  ran  the  gamut  of  human  emotions  and 
experiences.  In  six  months  I  had  one  whole 
apartment  full  of  personal  belongings  left 
by  impecunious  tenants  in  lieu  of  rents.  To¬ 
day  it  sounds  fantastic,  but  in  boom  times 
depressions  always  seem  farther  away  than 
they  are. 

I  worked  for  this  friend  for  nine  months, 
managing  about  thirty  buildings  of  all 
types  and  descriptions.  One  morning  he 
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called  all  his  staff  together  and  fired  us  all. 
He  had  made  a  deal  the  day  before  and 
deeded  all  of  the  properties  over  to  the 
mortgage  company.  That  was  typical  of 
the  depression  in  1932.  Despite  the  fact 
that  he  acquired  the  properties  by  merely 
assuming  a  mortgage  at  one  half  of  the 
former  mortgage,  in  nine  months  time 
they  were  worth  considerably  less  and  had 
to  go  through  the  wringer  a  couple  of 
times  more  before  getting  down  to  an  eco¬ 
nomic  value. 

Out  on  My  Own 

I  set  out  to  apply  for  a  job  at  the  various 
mortgage  companies  who  were  acquiring 
most  of  the  property.  While  waiting  to  be 
interviewed  I  would  converse  with  those 
also  waiting.  One  had  had  twenty  years 
hotel  experience,  one  fifteen  years  hotel 
and  apartment  experience.  Others  had  ten 
to  twenty  years  while  I  had  had  nine 
months.  I  made  all  the  rounds  with  rather 
dismal  results.  So  finally  I  decided  as  long 
as  I  was  going  to  starve  I  would  starve  on 
my  own.  I  went  into  business  for  myself, 
hanging  my  shingle  over  a  desk  in  a  Real¬ 
tor’s  office  on  Wilshire  Blvd.  I  stayed 
only  a  couple  of  months  on  Wilshire  Blvd. 
and  it  took  me  fifteen  years  to  get  back. 

My  first  client  had  two  single  family  resi¬ 
dences,  one  renting  for  $25.00  per  month 
and  one  vacant;  paying  me  the  large  fee  of 
$1.25  per  month.  He  was  a  tight  fisted 
lawyer  who  thought  a  dollar  was  to  have 
and  to  hold  and  he  held  on  like  grim  death. 
The  vacant  house  was  in  bad  repair  and 
untenantable.  I  fixed  it  up  for  about  one- 
half  of  his  lowest  estimate  and  rented  it  for 
more  than  he  expected  to  get.  From  that 
day  forth  I  was  a  fairhaired  boy  who  could 
do  no  wrong  so  long  as  I  continued  to  beat 
his  lowest  estimates  for  repairs.  He  was 
my  first  client  and  after  sixteen  years,  I 
still  manage  all  of  his  properties,  which 
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have  grown  considerably  during  that  time. 
In  fact  I  still  manage  properties  for  my  first 
three  clients. 

This  is  primarily  a  chronological  story  of 
a  management  company  and  I  don’t  mean 
to  brag.  But  if  you  are  starting  either  a 
management  business  or  a  management  de¬ 
partment  in  your  real  estate  office,  really 
work  and  nurture  your  first  clients.  Don’t 
neglect  them  in  your  hurry  to  get  more 
business  and  expand,  for  they  will  do  you  a 
lot  of  good  and  bring  you  a  lot  more  busi¬ 
ness  if  they  are  satisfied.  No  one  has  yet 
improved  on  the  “satisfied  customer  bring¬ 
ing  you  new  business”  method  of  getting 
more  permanent  clients.  Don’t  turn  down 
the  business  because  the  property  is  too 
small  and  beneath  your  dignity.  An  owner 
with  one  house  may  turn  out  to  be  your 
biggest  client. 

Double-Action  Policy 

When  I  commenced  business  I  decided 
upon  two  things,  first  I  would  build  a  good 
reputation — one  which  would  speak  for  it¬ 
self,  and  secondly  I  would  make  the  tenants 
happy.  The  latter  sounds  funny  in  these 
days  of  rent  control,  but  I  still  believe  that 
today  it  pays  off.  My  managers  rent  apart¬ 
ments  to  people  who  say,  they  prefer  to  live 
in  a  Beaumont  managed  building.  I  don’t 
give  any  more  in  apartment  value  than  the 
next  one  but  I  have  done  many  things 
which  have  pleased  tenants  but  which  cost 
the  owners  of  the  property  not  one  cent. 
A  little  of  my  time  was  expended  but  I  be¬ 
lieve  it  paid  dividends  to  me  and  my 
owners. 

After  a  rather  shaky  start  my  business 
began  to  grow,  due  primarily  to  the  fact 
that  depression-worried  owners  would  talk 
to  anyone  who  had  an  answer  to  their  prob¬ 
lems.  At  this  juncture  I  made  the  most 
serious  mistake  of  my  business  career.  In 
my  anxiety  to  increase  my  business  so  I 
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could  get  married,  1  accepted  a  proposition 
to  combine  my  properties  and  the  proper¬ 
ties  of  another  man  together  under  his  firm 
name.  I  was  to  be  manager  of  the  property 
management  department  and  as  his  proper¬ 
ties  were  large  it  was  a  definite  increase  in 
income  to  me.  All  monies  collected  were 
banked  in  the  name  of  the  firm  and  he 
signed  all  the  checks. 

Learning  the  Hard  Way 

As  time  went  on  his  properties  were  sold, 
but  by  that  time  I  had  increased  the  busi¬ 
ness  of  the  property  management  depart¬ 
ment.  In  other  words  the  management  end 
of  the  business  was  all  due  to  my  efforts. 
I  woke  up  one  morning  to  find  he  was  short 
in  the  money  due  the  management  clients 
to  the  tune  of  $3,000.00.  Fortunately  for 
me  he  made  it  aU  good  and  helped  me  save 
the  bulk  of  the  business.  I  immediately 
changed  back  to  operating  under  my  own 
name  and  have  continued  so  ever  since. 
The  lesson  I  learned  and  which  I  wish  to 
pass  on  to  you  is:  if  you  combine  with  any¬ 
one,  do  it  only  on  the  basis  that  you  con¬ 
trol  the  business  or  at  least  sign  all  the 
checks  so  you  know  where  the  money  goes. 

I  opened  an  office  at  8226  West  Third. 
My  sister,  Mrs.  Evelyn  Hays,  who  had  been 
in  the  real  estate  brokerage  business  since 
1923  joined  with  me.  Shortly  thereafter 
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my  brother-in-law,  Homer  S.  Martin,  joined 
me  to  run  the  insurance  department  and 
help  me  with  property  management. 

It  took  me  six  months  to  reorganize  my 
business  under  my  own  name  and  satisfy 
all  of  my  clients  that  they  need  fear  no  re¬ 
currence  of  a  shortage  of  their  funds.  How¬ 
ever  it  took  better  than  a  year  to  reestablish 
myself  financially.  By  that  time  my  busi¬ 
ness  had  outgrown  the  “shack”  on  West 
Third  Street.  I  decided  I  would  build  my 
own  office  and  chose  a  lot  on  San  Vicente 
Blvd.  because  I  could  buy  it  for  $1,200.  A 
lot  just  two  blocks  off  Wilshire  Blvd. 
looked  like  a  good  buy  to  me.  I  decided  to 
build  a  two  story  building  with  my  office 
and  one  space  to  rent  on  the  ground  floor 
and  a  five  room  apartment  covering  the 
entire  second  floor  for  my  home. 

My  wife  and  I  spent  almost  every  eve¬ 
ning  for  a  month  designing,  redesigning, 
and  planning.  The  result  was  one  of  the 
best  layouts  for  convenience,  floor  space, 
light  and  air  I  have  ever  seen.  We  even  had 
a  dumb  waiter  so  we  could  move  the  phone 
up  and  down  and  save  on  the  phone  bill. 

An  Adventure  in  Building 

I  needed  a  loan  to  build  my  life's  master¬ 
piece  but  no  one  wanted  me.  They  would 
finance  either  a  store  building  or  an  apart¬ 
ment  on  a  business  lot  but  not  a  combina¬ 
tion  of  a  store  and  apartment.  Finally, 
after  much  wire  pulling,  I  got  a  bank  to  say 
OK.  But  it  had  a  joker  on  its  construction 
loan;  it  required  a  borrower  to  pay  a  per¬ 
centage  of  the  total  cost  of  the  project  as 
a  supervision  fee.  I  was  willing  to  pay  a 
percentage  of  the  amount  they  loaned  but 
not  on  the  $5,000  I  was  investing  myself. 
So  I  said  thanks,  cussed  under  my  breath, 
and  walked  out.  I  was  again  back  to  1932 
when  no  one  wanted  to  hire  me;  except  this 
time  n<Kone  wanted  to  loan  me  any  money 
on  my  project. 


1949 


160 

So  I  decided  to  build  just  an  office  with 
what  money  I  had  and  forget  any  loans.  A 
friend  of  mine  drew  the  plans  and  I  built 
the  office  with  sub-contractors,  doing  all  the 
supervision  myself.  As  a  result  1  completed 
it  at  a  cost  of  $1,700  or  a  total  of  $2,900  for 
lot  and  building.  I  soon  found  why  lots 
were  cheap  on  San  Vicente  Blvd.  Due  to 
high  car  tracks  in  the  center  of  the  street, 
the  place  was  a  lake  when  it  rained.  We 
never  had  to  resort  to  a  hoat  but  we  came 
close  to  it. 

Despite  all  of  the  dampening  effects  it 
was  at  San  Vicente  that  my  business  really 
grew  and  flourished.  By  1945  it  was  too 
small  for  the  number  of  employees  I  needed 
to  handle  the  business.  1  determined  to 
locate  where  first  there  was  no  water  or 
drainage  problem  and  secondly  a  location 
everyone  knew.  I  was  tired  of  trying  to 
spell  SAN  VICENTE  over  the  telephone 
and  then  after  they  got  the  correct  spelling 
explaining  how  they  got  to  548  So.  San 
Vicente.  So  I  chose  a  location  on  Wilshire 
Blvd.  which  had  not  been  overly  well  de¬ 
veloped  and  where  you  could  purchase  a 
lot  at  a  reasonable  price. 

A  Friend  in  Need.  ... 

I  did  not  want  to  offer  my  San  Vicente 
property  for  sale  until  I  had  found  a  lot 
and  also  a  place  to  move  to  temporarily. 
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But  until  I  sold  my  San  Vicente  building  I 
did  not  have  sufficient  money  to  buy  the 
lot.  My  good  friend,  Sid  Beach,  came  to 
my  rescue  and  bought  the  lot  for  me  until 
I  could  complete  the  entire  transaction. 
You  see  Sid  Beach  was  far  smarter  than  I, 
for  while  I  was  working  hard,  making 
money  for  my  clients,  he  was  working  hard 
making  money  for  Sid  Beach.  As  a  result 
he  is  now  taking  it  easy  and  I  am  still 
working  hard.  But  the  outstanding  thing 
about  my  short  career  is  that  when  I  needed 
help  someone  always  came  forth  to  give  me 
a  lift.  It  has  been  the  blessing  I  have 
treasured  most.  Why  I  was  so  lucky  I  will 
never  know.  But  this  is  the  main  reason 
why  I  spend  as  much  time  as  I  do  with  the 
real  estate  organizations.  I  can't  lend  any¬ 
one  money  for  I  don't  have  it  to  lend.  But 
if  I  can  help  to  build  up  the  name  of  Real¬ 
tor,  I  will  in  a  small  measure  repay  the  big 
personal  debt  I  owe  to  friends  who  have  so 
graciously  assisted  me. 

^^Rushing  the  Growler”  at  $30  Per 

I  got  started  on  my  Wilshire  Building 
just  before  the  commercial  freeze.  I  had 
to  rush  the  loan,  the  plans,  permit  and  the 
rest.  I  poured  the  foundation  just  24  hours 
before  it  would  have  been  too  late.  Then 
my  troubles  really  started.  Everyone  else 
had  poured  foundations  in  order  to  beat 
the  freeze  date.  Bricks  and  steel  were  hard 
to  get  and  everyone  wanted  brick  layers  at 
the  same  time.  W  hen  that  was  done  every¬ 
one  wanted  carpenters  the  same  day.  This 
meant  pay  a  bonus  or  someone  would  hire 
them  away  from  you.  I  started  plastering 
three  times,  and  each  time  they  would  hire 
the  plasterers  away  from  me.  One  crew  of 
four  plasterers  received  $30.00  per  day  per 
man.  One  of  the  four  men  never  laid  a 
yard  of  plaster;  his  job  was  to  keep  the  four 
of  them  supplied  with  beer.  But  he  col¬ 
lected  his  $30.00  per  day  just  the  same. 
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The  result  was  that  a  building  which 
should  have  been  finished  in  six  months 
was  ready  in  March  1947,  just  14  months 
from  the  day  I  started.  But  1  was  fortunate 
in  getting  good  tenants  who  should  be  able 
to  fulfill  their  leases.  When  the  building  is 
paid  for  1  will  have  something  better  than 
an  insurance  policy.  It  wUl  take  care  of 
me  and  my  family  after  me. 

My  original  office  on  Third  Street  was 
about  15  by  30  square  feet.  My  San  Vicente 
building  was  about  850  square  feet  and  to¬ 
day  I  have  an  office  occupying  about  1500 
square  feet.  I  am  either  very  poor  in  fore¬ 
casting  or  else  just  plain  lucky,  for  in  less 
than  two  years  my  present  office  space  is 
inadequate  and  needs  to  be  considerably 
enlarged.  During  the  time  when  many 
people  have  sold  themselves  out  of  man¬ 
agement  or  have  lost  considerable  business, 
my  management  accounts  have  increased 
steadily.  This  is  partially  due  to  the  few 
numbers  of  Realtors  and  CPM*s  who  are  out 
attempting  to  get  new  management  busi¬ 
ness.  For  the  past  few  years  of  the  real  es¬ 
tate  boom  management  has  been  a  stepchild 
in  the  average  real  estate  office.  The  way 
the  brokerage  business  has  declined  in  the 
last  six  months,  I  wonder  how  long  it  will 
remain  a  stepchild.  Certainly,  its  status 
should  improve  soon. 


Keys  to  Success 

Three  factors  have  been  most  prominent 
in  bringing  the  business  to  its  present 
stature.  One  is  that  my  sister  and  I  have 
been  careful  to  keep  the  sale  of  residential 
income  and  commercial  properties  and  the 
management  distinctly  separate.  As  a  re¬ 
sult  we  have  brought  in  clients  for  each 
other  and  also  we  have  been  of  inestimable 
service  to  each  other.  She  sells  my  manage¬ 
ment  service  almost  as  vigorously  as  she 
sells  properties,  but  she  does  so  intelligently 
because  she  receives  no  compensation  from 
the  management  department.  On  the  other 
hand  I  have  told  her  exactly  what  her 
clients  may  expect  to  receive  in  income 
from  properties  they  anticipate  buying  so 
that  she  has  built  up  a  satisfied  clientele; 
a  clientele  who  stay  with  her  in  good  times 
and  bad;  a  clientele  who  are  her  biggest 
boosters.  I  can  intelligently  advise  her 
clients  on  sales  and  purchases  because  I 
receive  no  compensation  from  those  sales. 
I  believe  one  of  the  weaknesses  of  the  aver¬ 
age  real  estate  firm,  is  that  in  its  desire  to 
create  new  business,  it  arranges  for  compen¬ 
sation  between  departments.  It  fails  to 
realize,  both  executives  and  those  employed 
in  the  various  departments,  that  they  sacri¬ 
fice  a  means  of  building  more  business  by 
allowing  the  judgment  of  their  department 
heads  to  be  swayed  by  the  possible  compen¬ 
sation  they  derive  from  their  decisions. 

Making  Boosters  Out  of  Clients 

The  second  factor  is  that  I  have  been 
overly  particular  to  satisfy  my  clients  with 
the  result  that  a  good  percentage  of  my  new 
business  has  come  through  their  recom¬ 
mendation.  In  my  earlier  days  I  managed 
a  five  unit  court  in  Beverly  Hills.  The  five 
buildings  faced  the  street  in  a  row.  The 
rear  lot  sloped  towards  the  house  as  well  as 
the  front  lot.  The  builder  had  dug  a  hole 
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in  the  ground,  beneath  each  house,  about 
eight  feet  deep  and  installed  the  furnace 
and  the  water  heater.  There  was  no  drain 
in  these  basements  so  when  it  rained  they 
filled  to  the  top.  At  the  first  sign  of  rain 
Martin  and  1  would  hook  up  suction  pumps 
and  keep  the  basements  draining.  Some¬ 
times  it  meant  getting  up  in  the  middle  of 
the  night  to  do  it.  I  could  have  spent  $500 
to  hook  up  sump  pumps  or  simply  called 
plumbers  but  this  man  was  under  the  gun 
financially  on  the  properties.  We  kept 
them  rented,  the  expenses  down  and  he  fi¬ 
nally  sold  at  a  price  that  showed  him  no 
loss.  He  is  an  Omaha  man,  and  whenever 
he  talks  with  some  one  that  is  coming  to 
California  he  boosts  me  to  the  skies  and 
sends  them  direct  to  me.  It  cost  me  a  lot 
in  time,  but  I  have  been  repaid  many  times 
in  the  business  he  has  sent  me.  I  know 
some  operators  that  are  so  busy  getting  new 
business  they  neglect  their  present  clients. 
Again  I  reiterate  I  am  still  managing  prop¬ 
erty  for  my  first  three  clients. 

The  third  factor  is  one  that  is  peculiar 
for  me  and  won’t  work  for  all.  My  fellow 
Realtors  know  I  specialize  in  management 
and  do  not  sell  properties.  As  a  result  they 
have  been  instrumental  in  bringing  me 
many  accounts.  They  *  are  mostly  small 
brokers  who  do  not  have  management  de¬ 
partments  but  in  bringing  business  to  me 
they  do  not  worry  about  losing  their  clients. 
They  continue  to  handle  the  sales  and  pur¬ 
chases  for  that  client;  I  handle  the  manage¬ 
ment.  Because  I  have  been  careful  to  see 
that  sales  information  did  not  get  from  me 
to  their  client  except  as  the  brokers  re¬ 
quested  it  many  Realtors  are  among  my 
good  business  getters  and  boosters. 

Growing  with  the  Business 

Today  I  number  among  my  clients  the 
May  Department  Stores,  the  Prudential 
Life  Insurance  Company,  Whittle  Invest¬ 


ment  Company,  Merchants  Finance  Cor¬ 
poration,  Ivanola  Development  Corpora¬ 
tion,  Mocal  Corporation,  prominent  bus¬ 
iness  men  in  Los  Angeles  as  well  as  owners 
who  live  in  Chicago,  Fresno,  Seattle,  Hono¬ 
lulu  and  St.  Petersburg.  But  I  believe  the 
business  is  just  now  at  the  threshold  of  its 
biggest  development. 

In  addition  to  property  management  we 
are  diversifying.  We  are  buying  into  or 
starting  businesses,  where  all  the  work  is 
done  by  someone  else,  but  over  which  we 
exercise  management  control.  We  have  a 
hot  dog  stand  in  Hollywood  averaging 
about  $100.00  per  day.  This  is  not  a  large 
business  but  it  is  better  than  average  for  a 
hot  dog  stand.  In  sixteen  months  it  paid 
full  salaries  to  everyone  employed  and 
paid  oflF  a  $3,800  loan.  We  are  dickering 
now  for  a  small  cleaning  agency. 

Our  idea  is  twofold.  First,  there  are 
many  small  businesses  which  can  either  be 
built  up  or  maintained  as  a  profitable  busi¬ 
ness  with  good  management.  Thus  with  a 
minimum  of  work  someone  else  makes 
money  for  themselves  and  for  us.  Sec¬ 
ondly,  if  government  decides  to  take  over 
virtually  all  property  and  there  is  no  longer 
a  need  for  property  managers,  we  have  a 
business  to  fall  back  on.  I  can  always  don 
a  white  cap  and  take  one  of  the  shifts  in 
the  Hot  Dog  Stand.  If  the  government  gets 
to  the  place  that  they  regulate  the  lowly 
hot  dog  stand,  it  won’t  matter  anymore. 
But  you  know  the  old  saying — “E>on’t  put 
aU  your  eggs  in  one  basket.”  It  works  for 
investments  and  it  works  for  businesses. 

More  Tips  on  Business-Getting 

I  have  mentioned  some  of  the  ways  in 
which  I  seciH’ed  new  business.  There  are 
other  methods  which  I  have  used  which 
have  also  been  effective.  To  leave  it  fresh 
in  your  mind,  here  are  the  ways  in  which  I 
obtained  new  business.  I  believe  they  are 
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just  as  good  today  as  they  were  in  the 

1930’8. 

Look  for  buildings  with  vacancies.  They 
suggest  poor  management  or  weak  owner¬ 
ship,  but  more  probably  the  former.  Bight 
now  you  would  be  limited  to  commercial 
properties  and  new  apartment  houses  not 
under  controls.  Many  of  the  new  apart¬ 
ment  houses  are  being  built  by  owners  who 
believe  all  they  have  to  do  is  complete  them 
to  get  in  on  the  gravy  train.  ^^Tien  rentals 
don’t  come  easily  and  they  start  having 
trouble  they  will  be  easy  selling  for  the 
property  manager. 

Vacancies  are  increasing  daily  in  store 
properties  in  our  area.  You  as  a  CPM  will 
do  a  better  job  of  renting  than  an  owner 
and  in  many  cases  that  is  all  it  takes.  In 
this  same  connection,  another  good  source 
of  business  are  buildings  that  are  old,  run¬ 
down,  and  half  empty.  If  it  is  a  commercial 
property  an  inexpensive  face-lifting  might 
not  only  fill  the  vacant  stores  but,  in  some 
cases,  actually  increase  the  rentals.  If  you 
can  visualize  how  the  property  will  look 
when  remodeled  and  at  the  same  time  cal¬ 
culate  the  cheap  way  of  doing  a  satisfactory 
job,  you  are  a  cinch  to  get  the  management 
and  keep  it.  But  don’t  start  any  remodeling 
job  until  you  have  considered  it  sufficiently 
to  be  able,  either  by  your  own  knowledge 
or  by  estimate,  to  determine  the  entire  cost. 
Nothing  is  more  disconcerting  to  an  owner 
than  to  have  to  dig  up  an  extra  $10,000  to 
complete  a  job  almost  finished. 

In  the  case  of  an  old,  run-down  or  mis¬ 
managed  residential  income  property,  you 
will  have  to  confer  with  your  local  housing 
expediter  as  to  how  much  increase  in  rent 
he  will  grant  based  on  the  capital  invest¬ 
ment.  In  many  of  the  older  apartment 
houses  the  rooms  are  so  large  that  a  double 
apartment  can  be  remodeled  into  two 
singles  or  a  single  and  a  bachelor.  By  creat¬ 
ing  new  housing  you  create  new  ceilings 
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much  higher  than  before  or  create  new 
units  without  any  rental  ceilings.  In  either 
case  it  takes  knowledge,  foresight  and  hard 
work.  But  the  result  often  provides  new 
and  satisfied  property  management  clients. 

Creating  Your  Own  Clients 

The  second  method  more  or  less  follows 
the  first.  Often  you  find  owners  weak  finan¬ 
cially  or  not  interested  in  anything  but  sell¬ 
ing.  In  this  case  you  may  have  to  produce 
an  owner  to  purchase  the  property  who  has 
the  money  or  vision  to  finance  remodeling 
or  face-lifting.  You  may  sell  the  property 
yourself  or  your  sales  department  may 
make  the  sale.  In  any  case,  one  of  the 
easiest  and  most  effective  means  of  getting 
new  business  is  to  sell  a  property  to  some¬ 
one  who  wants  you  to  manage  it.  There  are 
many  people  who  have  available  funds  to 
purchase  real  estate  but  who  hesitate  to  do 
so  because  of  the  responsibilities  involved. 
They  can  become  some  of  your  best  cus¬ 
tomers  when  they  realize  how  easy  it  is  for 
them  as  long  as  you  do  all  the  work  and 
accept  all  the  responsibility. 

Probably  one  of  your  largest  sources  of 
new  business  is  through  your  own  satisfied 
clientele.  At  least  if  they  don’t  actually 
get  you  new  business  they  are  invaluable 
as  reference.  You  will  be  surprised  how 
much  easier  it  is  to  seU  a  management 
account  if  one  of  your  present  owners  does 
a  good  job  of  selling  you  when  the  pro¬ 
spective  client  calls  in  reference  to  you. 

Letters  and  Resident  Managers 

Letter  to  new  owners  is  a  source  of  new 
business.  I  must  admit  that  it  has  not  de¬ 
veloped  as  much  business  for  me  as  it  has 
for  some  of  my  friends.  Still,  I  think  a  sys¬ 
tematic  routine  of  a  mailing  piece  to  every 
new  property  owner  will  pay  for  itself. 

Another  source  I  have  found  successful  is 
the  resident  manager.  If  she  is  loyal  and 


1949 


164 


The  Journal  of  Property  Management 


sold  on  you  she  will  sell  your  organization 
to  purchasers  of  buildings.  One  of  my  best 
clients  came  to  me  entirely  through  the 
activities  of  one  of  my  managers.  I  had 
been  managing  a  thirty  two  unit  building 
which  the  owner  decided  to  sell.  We  fi¬ 
nally  found  a  purchaser  but  I  was  unable  to 
sell  him  management.  However  he  was 
sold  on  my  manager  and  wanted  to  retain 
her.  She  told  him  very  definitely  that  she 
worked  for  me  and  if  he  wanted  her  serv¬ 
ices  he  would  have  to  hire  me  too.  She 
finally  convinced  him  and  he  signed  a 
management  contract.  He  now  owns  two 
buildings  both  of  which  we  manage  and 
never  makes  a  move  in  any  type  of  real 
estate  investment  without  our  advice. 

Don't  Overlook  the  Association 

Your  local  apartment  house  association 
can  be  a  source  of  new  business.  They  have 
constant  inquiries  regarding  operation 
problems  which  most  association  staffs  are 
not  qualified  to  answer.  Naturally,  of 
course,  they  have  to  be  careful  that  no  one 
operator  receives  all  of  them  but  that  they 
are  parcelled  out  to  all  property  managers 
who  are  members  of  the  association.  Some 
of  them  are  a  waste  of  time  but  it  puts  you 
in  touch  with  owners  and  they  begin  to 
realize  the  advantage  of  the  expert's  touch. 

A  source  of  new  business  you  should  cul-  ' 
tivate  are  the  loan  companies  through 
which  you  make  or  get  loans.  They  are  the 
first  ones  to  know  when  an  owner  is  in 
trouble.  If  they  are  properly  approached 
they  will  suggest  property  management. 
One  of  my  friends  is  an  employee  of  one  of 
the  large  insurance  companies.  He  was 
convinced  that  a  particular  owner  needed 
management.  He  worked  on  her  for  two 
months  before  he  sold  her  on  the  idea.  He 
then  brought  her  to  me  and  it  was  no 
trouble  at  all  for  me  to  get  her  signature 
on  the  dotted  line,  I  could  have  worked  on 


her  for  years  without  getting  to  first  base 
because  1  was  unaware  of  her  financial  ob¬ 
ligations  which  were  a  matter  of  detailed 
record  to  my  friend. 

Watch  the  Building  Permits 

An  obvious  source  of  new  business  is  new 
construction.  If  possible  you  should  have 
some  one  in  your  office  who  contacts  the 
owner  when  the  permit  is  issued.  Don't 
wait  until  the  building  is  completed ;  some¬ 
one  else  may  have  been  there  first. 

No  doubt  you  have  obtained  new  business 
through  your  banker.  If  you  have  not  you 
had  better  get  a  new  bank.  The  banker  is 
the  confidant  of  half  of  the  people  in  the 
community.  He  is  one  of  the  first  to  whom 
a  widow  turns  when  she  finds  responsibility 
suddenly  thrust  upon  her.  One  of  the  first 
places  a  newcomer  goes,  when  he  arrives, 
is  to  a  bank  to  establish  banking  connec¬ 
tions.  Make  yourself  known  to  your  banker 
and  tell  him  you  hope  he  can  send  some 
business  your  way. 

Furniture  Salesmen  Can  Help 

Another  source  I  have  found  profitable 
is  furniture  salesmen.  They  naturally  are 
in  constant  touch  with  the  owners  of  apart¬ 
ment  houses.  I  recently  took  over  the  man¬ 
agement  of  an  eighty  unit  apartment  house. 
I  had  seen  the  building  under  construction 
but  had  been  too  busy  and  had  not  called 
on  the  owner.  A  chap  from  whom  I  pur¬ 
chase  a  great  deal  of  furniture  had  sold 
this  owner  furniture  on  another  job  and 
had  gotten  pretty  well  acquainted  with 
him.  He  was  convinced  that  management 
could  be  sold  to  tbis  man  if  done  right. 
He  then  proceeded  to  boast  me  to  the  skies 
and  then  arranged  a  casual  meeting.  From 
that  casual  meeting  came  a  conference, 
after  three  more  conferences  I  had  a  signed 
contract  in  my  pocket.  But  if  it  had  not 
been  for  the  efforts  of  this  furniture  sales- 
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man,  I  am  sure  I  would  never  have  reached 
even  first  base. 

Another  source  which  I  have  found  effec¬ 
tive  is  contact  with  lawyers.  They  are  in 
the  same  position  of  trust  as  the  banker. 
Believe  it  or  not,  there  are  plenty  of  law¬ 
yers  who  are  not  interested  in  managing 
the  property  of  their  clients  and  are  glad 
to  be  rid  of  the  details.  Again  an  effective 
mailing  to  lawyers  should  pay  good  re¬ 
turns. 

Management  Leads  to  a  Home 

I  have  taken  the  time  to  enumerate  these 
means  of  getting  new  business  in  the  hopes 
that  you  might  get  a  few  new  ideas.  This 
is  not  a  complete  list  of  the  ways  of  obtain¬ 
ing  new  business  nor  is  it  intended  to  be. 
No  doubt  you  can  add  as  many  more  meth¬ 
ods  as  I  have  listed.  I  happen  to  have  tried 
all  of  the  above  and  know  from  experience 
that  they  are  effective. 

One  more  item  of  experience  and  you  will 
know  practically  my  whole  story.  Up  until 
1944  I  was  not  a  home  owner  nor  inclined 
towards  owning  one.  I  could  add  two  and 
two  and  I  knew  from  my  experienee  with 
property  that  it  is  not  the  initial  cost  but 
the  upkeep  which  is  the  real  answer  to  the 
cost  of  home  ownership.  I  was  residing 
pleasantly  in  a  four  room  one  bedroom  unit 
in  a  four  unit  building.  The  rent  was 
reasonable,  the  apartment  pleasant  and 
the  location  convenient.  Then  boom!  One 
day  my  landlord  gave  me  notice  that  he 
wanted  to  occupy  my  apartment.  It  was 
the  nicest  apartment  in  the  building  and  I 
could  understand  why  he  picked  on  me. 
Despite  the  fact  that  I  managed  about  700 
rental  units  I  could  find  no  place  to  live. 
Being  only  the  property  manager  I  could 
not  vacate  a  tenant.  So  I  had  no  alternative 
but  to  buy  a  place  in  whieh  to  live. 

I  immediately  started  reading  the  classi¬ 
fied  columns  and  one  day  I  found  a  house 


which  met  my  pocketbook.  It  was  one  of 
the  older  houses  but  it  was  unusually  well 
built.  It  was  a  seven  room,  three  bedroom 
house  being  occupied  by  seven  people,  none 
of  whom  cared  much  for  keeping  things 
clean.  As  a  result  it  was  pretty  horrible  to 
look  at. 

But  I  paid  no  attention  to  anything  but 
room  size,  arrangement  and  construction. 
Because  it  was  so  unattractive  it  had  been 
on  the  market  a  long  time.  I  feel  the  ten¬ 
ants  purposely  made  it  look  bad  hoping  to 
hamper  a  sale  of  the  property.  1  bought  it 
for  $7,250,  completely  furnished.  I  picked 
out  a  few  of  the  pieces  that  I  wanted  and 
auctioned  off  the  rest.  I  received  enough 
money  from  the  sale  of  the  furniture  to 
redecorate  the  house. 

As  a  result  I  had  a  house  which  is  not 
fancy  but  very  comfortable.  People  who 
see  it  today  are  convinced  that  I  bought  it 
in  the  depression  because  of  the  low  price 
I  paid.  So  if  you  find  yourself  in  the  same 
spot  some  day  look  for  a  property  that  no 
one  else  seems  to  like,  one  that  you  can  buy 
a  little  under  the  going  market.  A  little 
ingenuity,  vision  and  elbow  grease  will  save 
you  money. 

Property  Management  is  Permanent 

1  have  been  asked  by  many  young  men 
entering  business  as  to  what  I  believe  to  be 
the  future  of  the  property  management 
business.  My  answer  is  that  the  future  and 
the  expansion  is  unlimited.  It  is  limited 
only  by  a  personas  ability,  vision,  code  of 
ethics  and  desire  to  work.  To  begin  with  I 
do  not  believe  that  the  Democrats,  Repub¬ 
licans,  Socialists,  Laborites  or  whatever 
group  gain  political  control  in  this  country 
will  wipe  out  the  private  ownership  of 
property.  Even  if  they  do  the  property  still 
exists  and  still  has  to  be  managed. 

If  yoii^are  willing  to  spend  the  time  and 
energy  to  become  recognized  as  an  expert 
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in  handling  certain  types  of  property  your 
services  will  always  be  in  demand.  But 
when  I  say  expert  it  is  not  as  easy  as  it 
sounds.  I  have  been  in  the  management 
business  for  seventeen  years  and  I  do  not 
yet  consider  that  I  am  recognized  as  an  ex* 
pert.  But  I  am  still  willing  to  work,  study, 
do  research  and  train  myself  and  I  believe 
I  will  attain  that  perch  someday. 

Working  at  Your  Job 

I  am  reminded  of  the  young  Canadian 
girl,  Barbara  Scott,  who  was  proclaimed  the 
world’s  greatest  figure  skater  at  the  1948 
Olympics.  She  practices  skating  eight 
hours  per  day  and  has  done  so  for  years. 
How  many  of  us  are  willing  or  do  practice 
our  business  eight  hours  per  day?  The 
moment  we  get  a  little  financial  independ¬ 
ence  we  get  either  lazy  or  convinced  of  our 
own  consummate  ability.  But  wars  and 
politics  have  proved  that  wealth  ran  be 
taken  from  you  over  night.  A  wrong  invest¬ 
ment,  marital  difficulties,  or  many  other 
things  can  relieve  you  quickly  of  that 
wealth.  But  experience,  an  inquiring  out¬ 
look,  an  interest  in  new  ideas,  an  awareness 
of  trends  and  changes,  an  ability  and  a 
personality  which  can  adapt  itself  to  new 
places  and  new  faces — no  one  can  take  that 
from  you.  Sheer  ability  pays  off  in  any 
language  or  under  any  political  creed. 

Property  management  in  America  has 
hardly  scratched  the  surface.  The  leaders 
in  the  Institute  of  Real  Estate  Management, 
who  are  too  numerous  to  mention  here,  are 
daily  proof  that  there  are  hundreds  of  areas 
still  untouched.  They  are  constantly  dig¬ 
ging  up  management  in  the  most  unex¬ 
pected  places.  Furthermore  the  same 
principles  that  succeed  in  the  management 
of  real  property  succeed  in  almost  any 
business  on  earth,  so  the  field  of  your  en¬ 
deavors  are  unlimited  as  the  horizons.  I 
sometimes  wonder  if  the  Institute  could  not 


do  the  country  a  real  service  if  they  could 
get  over  to  the  populace  that  the  training 
they  give,  if  carefully  studied  and  followed, 
would  make  a  man  or  woman  successful  in 
almost  any  type  of  business  endeavor. 

Ethics  is  Important 

A  few  paragraphs  back  I  mentioned  code 
of  ethics  as  a  qualifying  requirement  to 
success  as  a  recognized  property  manage¬ 
ment  expert.  All  of  us  when  we  first  get 
into  the  business  world  find  it  pretty  tough 
and  hard.  We  begin  to  wonder  if  there  is 
an  honest  business  man  or  such  a  thing  as 
a  code  of  ethics.  Then  gradually  we  begin 
to  find  more  men  who  do  have  a  code  and 
and  they  live  by  that  code.  Then  we  begin 
to  realize  that  those  men  are  experts  in 
their  particular  field  and  that  their  services 
are  so  much  in  demand  that  they  can  de¬ 
mand  consideration.  They  can  “write  their 
own  ticket.”  They  can  say  this  is  the  basis 
on  which  I  do  business.  Buy  it  that  way  or 
not  at  all. 

You  realize,  all  of  a  sudden,  that  the  men 
who  cut  comers  or  who  are  shady  in  their 
business  dealings,  do  so  because  they  lack 
the  willingness  to  spend  the  time  to  become 
an  expert.  They  take  the-easy  way  out. 
You,  therefore,  must  decide  how  you  want 
to  do  business  and  based  on  that  decision 
you  automatically  must  decide  how  expert 
you  must  become.  Again  let  me  say  that 
the  future  of  property  management  is  un¬ 
limited  in  its  possibilities  and  in  its  re¬ 
numeration  to  the  one  who  becomes  an 
expert. 

But  there  is  one  requirement  that  tran¬ 
scends  all  others.  Don’t  be  afraid  to  work. 
Don’t  be  afraid  to  scramble  up  on  roofs  to 
see  where  the  leak  is,  or  crawl  under  a 
building  to  make  sure  of  the  results  of  your 
termite  job.  Roll  up  your  sleeves,  for  in 
the  property  management  business  there  is 
plenty  of  work. 
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Selling  Management  the  "Brief "  Way 

By  Durand  Taylor 

Facts  can't  be  answered — even  if  some  arguments  can.  A  brief  carry 
ing  the  most  pertinent  facts  of  your  management  service,  and  what  it 
can  offer  to  a  purchaser  of  investment  property,  is  one  mighty  good  way 
of  selling  that  purchaser.  A  model  brief  is  offered  here  by  the  author 
in  this  first  of  a  series  of  articles  on  selling  management  service. 


It  was  CONFUCIUS  who  said;  “One 
picture  tells  a  story  better  than  a  thousand 
words!”  We  may  not  be  quoting  the 
ancient  sage  exactly,  but  it  nevertheless  is 
a  statement  of  well  known  and  practical 
truth.  In  effect,  a  brief  is  a  type  of  word- 
picture,  and  in  our  experience  it  has 
proven  one  of  the  most  convincing  means 
at  our  disposal  for  presenting  the  case  for 
Management  to  a  prospective  client. 

But  why  a  brief,  you  may  ask.  What 
can  a  brief  accomplish  that  a  little  sales 
talk  and  persuasion  can’t  get  across  just 
as  well?  The  answer  is,  of  course,  that  a 
brief  is  a  presentation  of  facts,  not  of 
arguments.  A  client  can  talk  back  to  argu¬ 
ments.  He  can’t  gainsay  the  facts. 

The  point  is  best  illustrated  by  an  exam¬ 
ple  which  you  can  undoubtedly  draw  from 
your  own  experience.  We  are  all  familiar 
with  the  client,  who,  from  time  to  time, 
feels  that  his  investment  is  not  yielding  the 
proper  return — that  perhaps  he  could  do 
better  to  manage  his  property  himself. 
Confronted  recently  with  such  an  incident, 
we  were  in  a  position  to  show  our  client 
that  he  was  under  an  erroneous  impression. 
We  presented  him  with  an  Operating  Anal¬ 
ysis  of  the  property,  of  the  type  shown  in 
the  brief  which  follows,  for  the  duration  of 
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our  management.  Here  was  a  building 
which,  before  we  took  it  over,  had  gone  in 
the  red  under  owner  management — and 
this  in  spite  of  the  fact  that  the  demand 
for  space  far  exceeded  the  supply.  The 
chart  showed  not  only  that  he  had  moved 
immediately  into  the  black  under  our  di¬ 
rection,  but  also  that  each  year  had  shown 
a  substantial  increase,  while  the  current 
year  showed  a  profit  gain  of  167  per  cent 
over  the  first  year.  This  chart,  reducing  to 
one  page  the  operation  of  his  property  over 
a  period  of  four  years,  with  a  single  eye  to 
the  pecuniary  advantage  accruing  to  him, 
was  argument  enough ;  our  client  went 
away  satisfied,  and  the  ancient  wisdom  of 
China’s  sage  was  once  more  vindicated. 

Powerful  Tool  for  Persuasion 

We  are  all  familiar  with  the  client  who, 
while  harvesting  substantial  checks  from 
month  to  month,  has  forgotten  the  situa¬ 
tion  of  a  year  or  two  ago.  He  has  lost 
sight  of  the  over-all  picture.  And,  if  this 
is  sometimes  true  of  the  client  who  is 
already  enjoying  the  rewards  of  profes¬ 
sional  management,  how  much  more  is  it 
apt  to  be  true  of  the  client  approaching 
ownership  or  considering  management  for 
the  first  time!  How  can  he  understand 
the  magnitude  of  the  problems  involved  in 
running  a  large  property?  Or  how  can  he 
appreciate  the  advantages  and  diversity  of 
services  "rendered  by  professional  manage¬ 
ment?  A  brief  of  your  company’s  qualifi- 
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cations  can  be  a  powerful  tool  in  presenting 
your  case.  It  reduces  to  one  concise  picture 
a  complex  and  detailed  field  that  cannot  be 
readily  comprehended  in  any  other  way. 

First  of  all,  your  prospect  will  want  to 
know  about  your  company’s  background 
and  history,  and  something  of  its  record  in 
the  field  of  property  management.  The 
model  brief,  which  we  have  appended  to 
this  article  for  your  information  and  guid* 
ance,  is  based  on  actual  briefs  compiled  in 
our  business  and  will  aid  you  in  prepara¬ 
tion  of  this  section  of  your  own.  Note  that 
its  contents  are  factual,  with  emphasis  on 
the  company’s  record  for  stability  and 
achievement.  This  would  logically  be  fol¬ 
lowed  by  a  representative  list  of  the  pro¬ 
perties  under  the  company’s  management, 
together  with  descriptions  of  three  or  four 
of  the  most  important.  We  next  included 
the  Operating  Analyses  referred  to  above 
for  two  or  three  of  these  properties.  Oper¬ 
ating  Analyses  can  be  the  strongest  point 
and  truly  the  hinge  of  your  entire  brief. 
You  will  note  that  we  have  kept  the  iden¬ 
tity  of  these  buildings  anonymous,  and  for 
obvious  reasons  it  would  be  well  for  you  to 
follow  the  same  practice.  You  can  present 
them  as  exhibits.  A,  B,  C,  Etc.,  but  be  sure 
that  they  can  be  substantiated  if  necessary. 

Company’s  Set-Up  Shown 

Investment  return  is,  of  course,  only  one 
of  the  advantages  available  to  the  owner 
through  professional  management.  In  addi¬ 
tion,  there  is  the  shift  of  a  vast  responsibil¬ 
ity  into  the  capable  hands  of  a  readymade 
and  efficient  organization,  prepared  to  take 
over  at  a  moment’s  notice  and  backed  up 
by  experience,  know-how,  and  integrity. 

This  is  illustrated  in  our  model  brief  by 
a  presentation  of  the  company’s  division 
into  departments,  with  descriptions  of  the 
activities  of  those  departments  having  the 
greatest  interest  for  your  client. 
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Now,  before  moving  on  to  the  proposal, 
we  insert  a  summation,  which  is  a  brief  re¬ 
capitulation  of  the  company’s  superior  qual¬ 
ifications  for  the  management  it  is  seeking. 

A  study  of  our  model  brief  may  guide  you 
in  preparing  your  own.  This  section  should 
be  substantiated  as  indicated,  by  a  listing  of 
your  banking  accounts,  your  auditor,  your 
attorneys,  and  leading  accounts  which  you 
have  represented. 

The  Addenda  should  include  a  state¬ 
ment  of  your  President  or  Manager’s  per¬ 
sonal  qualifications  and  experience  in  the 
field  of  property  management.  In  briefs 
which  we  have  prepared,  we  have  also  in¬ 
corporated  brochures  covering  our  com¬ 
pany’s  activities  in  this  section.  The 
Addenda  may  include  any  such  other  infor¬ 
mation  as  may  have  bearing  on  the  case,  or 
which  may  be  of  interest  to  your  client. 

We  have  reserved  discussion  of  the  Let¬ 
ter  of  Transmittal  until  last  because,  while 
it  is  placed  first  in  the  brief,  it  is  usually 
written  after  the  rest  of  the  material  has 
been  compiled.  That  it  be  thoughtfully 
and  carefully  perpared  is  most  important, 
as  it  serves  as  the  introduction  for  what  is 
to  follow.  It  must  be  concise,  direct,  tact¬ 
ful — ^must  reflect  at  the^ame  time  the 
dignity  and  character  of  the  organization. 
Inasmuch  as  such  a  letter  isn’t  always  easy 
to  write,  we  have  included  a  typical  letter 
of  transmittal  in  our  model  brief,  evolved 
through  our  considerable  experience  in 
presenting  material  of  this  type. 

Finally,  after  an  index  of  the  entire  work 
has  been  prepared,  the  brief  can  be  bound 
in  a  manuscript  binder.  If  the  work  is 
carefully  done,  you  will  find  you  have 
compiled  an  instrument  thorough  in  its 
presentation  of  your  case  which  cannot 
fail  to  impress  your  client  with  its  efficient 
and  professional  approach. 

Here  is  what  the  cover  of  your  brief 
should  look  like: 
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January  6,  1949 


Mr.  Anthony  Brown 
100  Broadway 
New  York  City 


Dear  Mr.  Brown: — 

The  purpose  of  this  letter  is  to  introduce  to  you  a  Brief  on  Property 
Management  which  has  heen  especially  prepared  for  owners  of  real 
property. 

We  trust  that  you  will  read  this  Brief,  keeping  in  mind  that  the  owner¬ 
ship  of  property  can  hest  he  served  only  when  the  investment  produces 
the  most  favorable  return  over  a  term  of  years. 

Our  experience,  based  upon  Management  activity  for  more  than  25 
years,  conclusively  proves  that  professional  management  pays.  It  is 
a  cost  that  is  recoverable  in  full,  plus  a  profit,  and  therefore  it  is 
worthy  of  favorable  consideration  by  those  owners  who  are  alert. 

The  facts  contained  herein  can  be  substantiated  from  our  records,  and 
we  should  welcome  a  visit  to  our  office  so  that  you  may  see  for  yourself 
just  how  we  operate  for  the  benefit  of  the  owner. 

We  realize  that  we  are  merely  a  vehicle  as  a  Trustee  of  vast  invested 
funds  for  the  benefit  of  others,  and  we  would  be  grateful  if  your  deci¬ 
sion  is  such  as  to  culminate  our  negotiations  in  a  Management  Con¬ 
tract  representing  your  interests. 

Faithfully  yours, 

John  Doe 
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SURVEY  AND  BRIEF 
ON  MANAGEMENT  PROPOSAL 

The  John  Doe  Company  is  the  successor  of  the  James  Smith  Com¬ 
pany,  founded  in  1925  hy  Mr.  Smith.  Prior  to  the  formation  of  his 
own  company,  Mr.  Smith  was  Vice  President  and  Treasurer  of  the 
William  Jones  Company,  in  its  time  one  of  the  most  outstanding  real 
estate  firms  in  this  community. 

From  the  beginning,  the  firm  enjoyed  marked  success,  as  evidenced 
hy  some  of  the  most  outstanding  real  estate  transactions  in  the  City. 
Among  these  was  the  conception  and  building  of  No.  74  Bboad 
Street,  an  eight-story  structure  adapted  particularly  to  the  needs  of 
medical  and  other  professional  men.  This  was  followed  by  the  sale 
of  the  famous  Porter  Property  and  the  ultimate  completion  of  the 
No.  60  Main  Street  building,  which  is  the  largest  office  building  in 
our  City. 

Justifying  the  vision  exemplified  by  these  two  ventures,  the  entire 
uptown  business  section  has  undergone,  through  the  years,  a  unique 
and  general  rehabilitation  which  has  sustained  and  strengthened  busi¬ 
ness  activities  of  all  kinds  in  that  area. 

In  other  parts  of  the  City,  other  projects  of  similarly  unique  char¬ 
acter  are  further  evidence  of  the  firm’s  ingenuity  and  creative  facul¬ 
ties.  Among  these  is  the  seven-story  apartment  house  building  on 
Tenth  Street,  known  as  the  Jackson  Arms  Apartments.  This  was  the 
first  apartment  house  of  this  type  to  be  erected  in  this  City  Tmd  was 
destined  to  be  a  success  from  the  beginning.  The  Adams  Department 
Store,  at  the  Southeast  comer  of  Broad  Street  and  Tenth  Avenue,  is 
another  project  accomplished  under  the  direction  of  this  company. 

In  1930,  John  Doe  became  affiliated  with  the  James  Smith  Com¬ 
pany.  In  1932,  Mr.  Smith  relinquished  his  personal  participation  in 
the  company  business  to  assume  the  Vice  Presidency  of  the  First  Na¬ 
tional  Bank  Company,  in  charge  of  its  real  estate  portfolio,  leaving 
the  active  management  of  his  business  to  Mr.  Doe.  This  arrangement 
was  continued  until  Mr.  Smith  passed  on  in  1939,  at  which  time  Mr. 
Doe  acquired  full  ownership.  The  name  of  the  organization  was 
changed  to  John  Doe  Company  in  1941. 
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The  company's  management  record  is  unique  in  several  respects; 
first,  as  to  continuity — over  a  long  term  of  years  in  its  representation 
of  important  accounts;  secondly,  as  to  the  success  of  the  management 
plan  which  inured  to  the  benefit  of  investment  ownerships.  The 
records  indicate  that  no  property  managed  for  an  ownership  ever 
underwent  foreclosure  or  became  distressed  property. 

The  following  ownerships  are  those  that  have  been  exclusively 
managed  by  the  company  for  many  years: 

RE:  No.  75  BROAD  STREET 

This  is  an  eight-story  building  having  approximately  125,000  sq.  ft.  of  rentable 
area.  Its  tenancies  include  the  following : — 

The  First  National  Bank 

Dr.  James  J.  Jackson 

John  J.  Mill,  Attorney 

The  General  Insnrance  Company 

etc.,  etc. 

Of  the  complete  tenancy  in  the  building,  there  are  less  than  5  per  rent  on  a 
statutory  basis.  This  has  been  accomplished  by  assiduous  contacts  with  the  tenants, 
based  on  a  public  relations  policy  resulting  in  willing  cooperation  with  ns  as 
agents  to  accept  leases  considerably  in  excess  of  commercial  rent  ceilings  as  pre¬ 
scribed  by  the  State  Law. 

RE:  No.  60  MAIN  STREET 

This  is  a  10-story  building  in  the  heart  of  the  main  business  district.  It  has 
approximately  100,000  sq.  ft.  of  rentable  area. 

All  but  8  per  cent  of  the  tenants  pay  rent  in  excess  of  the  allowable  ceilings. 


NOTE 

All  office  buildings  under  our  management  are  fully  rented  and  have  an  oc¬ 
cupancy  over  the  entire  term  of  management  in  excess  of  90  per  cent. 

Exemplifying  the  profit  picture  and  the  exacting  control  afforded  each  build¬ 
ing,  the  analyses  on  the  following  pages  graphically  demonstrate  the  success  of 
our  operation: 
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Profit  %  over  Preceding  Year . . .  105%  22%  6% 

Gross  Profit  over  1944 . { .  I  50,970  $  56,450 

Profit  %  over  1944 . .  ISl^j,  167% 
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Thousands 
of  Dollars 


150 


100 


50  H 


1 1 
1 1 


19lU 


19U5 


19U6 


19li7 


Gross 
Income: 
$1214,510.00 
Total  Ope¬ 
rating  Ex¬ 
pense: 
190,720.00 
Gross  Ope¬ 
rating  Pro¬ 
fit:  27% 


Grose 
Income: 
$162,168,00 
Total  Ope¬ 
rating  Ex¬ 
pense: 
$92,821.00 
Gross  Ope¬ 
rating  Pro¬ 
fit:  1x3% 


Gross 
Income: 
$171,U90.00 
Total  Ope¬ 
rating  Ex¬ 
pense: 
$86,730.00 
Gross  Ope¬ 
rating  Pro¬ 
fit:  1x9% 


Gross 
Income 
$187,916.00 
Total  Ope¬ 
rating  Ex¬ 
pense: 

$97,676.00 

Gross  Ope¬ 
rating  Pro¬ 
fit:  U8^ 


■■  Gross  Income 
CZ3  Operating  Expense 

Fig.  1 

Building  “A” 

Managed  by  John  Doe  Company 
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Profit  %  over  Preceding  Year .  /  3%  11%  11%% 

Gross  Profit  over  1942 .  $  73^02  $  73,819  $  140,191 

Profit  %  over  1942 .  14%  ,  14%  29%  $  199,583 


Since  1927 
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DEPARTMENT  DIVISIONS 

The  company  is  now  departmentalized  as  follows: — 

Accoanting 

Appraisal 

Brokerage 

Management 

Mortgages 

Specialized  Services 

In  connection  with  the  management  of  your  building,  three  of  these 
departments  are  of  particular  interest.  They  are: — 

Accounting: — 

Under  the  direction  of  Mr.  Alfred  Andrews,  associated  with  the  firm 
for  10  years. 

Brokebage: — 

Under  Mr.  Doe’s  personal  direction,  assisted  by  Mr.  Charles  Brown, 
associated  with  the  firm  for  six  years.  Prior  to  that  time,  Mr.  Brown’s 
activities  in  the  real  estate  field  covering  a  period  of  almost  15  years 
were  confined  principally  to  the  area  between  Broad  Street  and  Main 
Street,  the  area  in  which  your  building  is  situated. 

Management  : — 

Under  direction  of  Mr.  Gray,  associated  with  the  firm  nine  years. 


Procedure  of  Accounting  Department 

1.  Establish  trustee  accounts  for  exclusive  use  of  the  funds  of  the  building.  A 
deposit  is  made  at  the  end  of  each  day  of  all  checks  received  that  day. 

2.  Rent  bills,  electric  bills  and  any  other  miscellaneous  charges  are  rendered  to 
each  tenant  on  the  first  of  the  month. 

3.  Careful  supervision  is  exercised  to  insure  prompt  payments  of  rentals. 
Through  daily  postings,  it  is  possible  to  determine  any  arrears. 

4.  Charges  incurred  by  the  property  are  paid  to  vendors  twice  during  the 
month.  We  employ  this  system  of  two  payment  dates  a  month  in  order  to  keep 
the  property  as  current  as  possible,  and  to  take  advantage  of  any  discounts  which 
may  be  granted  by  the  vendor.  These  accrue  entirely  to  the  benefit  of  the  owner¬ 
ships.  We  require  that  all  bills  be  receipted  and  returned  to  us,  and  a  constant 
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follow-np  is  maintained  on  this,  so  that  the  owner  may  he  assured  of  a  receipted 
hill  for  every  expenditure. 

5.  About  the  15th  of  each  month,  the  record  sheets  are  checked,  and,  if  there 
are  any  arrears,  we  contact  the  tenant. 

6.  As  of  the  end  of  each  month,  a  statement  is  prepared  for  the  owner,  showing 
the  amount  of  money  collected  during  the  month  from  each  tenant.  An  account¬ 
ing  of  all  items  paid  out  for  the  building  are  included  therein,  and  a  check  for  the 
balance  is  attached  to  the  statement,  together  with  all  receipted  bills,  and  for¬ 
warded  to  the  owner. 

7.  Taxes  and  other  fixed  charges  are  budgeted  on  an  annual  basis,  and  sufficient 
funds  are  withheld  by  the  permission  of  the  ownership  in  order  to  make  prompt 
payments  and  avoid  penalties. 

8.  The  firm’s  accountants  are  David  Black  Company,  under  whose  direction  the 
company’s  books  are  audited  quarterly. 

Brokerage  Procedure 

I.  SPACE  ANALYSIS 

1.  Evaluation  of  space  in  relation  to  current  market  conditions. 

2.  When  feasible,  establishment  of  standard  unit  price  or  square  foot  rate,  which¬ 
ever  proves  more  favorable. 

3.  Standardization  of  rental  policy  of  building  as  regards  similar  units  or  sub¬ 
divisions  on  various  floors. 

II.  THE  RENEWAL  PBOCBAM 

Under  present  conditions,  which  are  likely  to  remain  for  an  indefinite  period 
of  time,  the  only  possibility  of  increasing  income  under  existing  leases  will  be 
the  result  of  an  aggressive  selling  program  by  offering  term  leases  on  a  realistic 
basis,  and  making  every  possible  effort  to  gain  the  good  will  and  confidence  of 
the  tenants. 

Contacts  with  the  tenants  would  be  on  a  personal  basis  on  the  part  of  the  top 
men  of  this  company.  Our  experience  in  other  buildings,  which  may  be  used 
for  comparative  purposes,  would  be  extremely  helpful  in  establishiltg  high-level 
rental  rates  on  lease  renewals. 

Procedure  of  Management  Department 

I.  PERSONNEL  &  PAYROLLS 

A.  —  Organize  and  employ  building  service  staff  headed  by  competent  superin¬ 

tendent. 

B.  —  Prepare  weekly  payrolls,  make  payments  to  employees,  and  maintain  em¬ 

ployment  records  including  records  for  Social  Security,  Unemployment  In¬ 
surance  and  Withholding  Tax  purposes. 

c.  —  File  all  Payroll  Tax  returns  and  pay  taxes  when  due. 

D.  —  Negotiate  labor  contracts,  either  directly  or  through  the  Realty  Advisory 
Board  at  the  Real  Estate  Board. 
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n.  MAINTENANCE  AND  REPAIRS 

A.  —  Make  periodic  inspections  of  buildings. 

B.  —  Keep  property  in  good  condition. 

1)  Order  and  supervise  all  repairs,  alterations,  painting,  etc. 

2)  Obtain  competitive  estimates  on  larger  repair  items  and  submit  to 
owner  for  approval. 

3)  Place  contracts  for  maintenance  service  where  required. 

4)  Remove  violations  as  cited  by  City  and  State  housing  authorities  and 
Insurance  Exchange. 

5)  Check  cleaning  and  maintenance  staff  for  cleanliness  and  efficiency. 

6)  Receive  and  audit  all  bills  for  contracts  performed. 

III.  PURCHASING 

A.  —  Order  all  supplies  and  equipment  as  needed. 

1)  Check  and  approve  requisitions  from  Building  Superintendent. 

2)  Place  orders  on  a  competitive  basis. 

a.  Price 

b.  Quality 

c.  Delivery 

3)  Receive  and  audit  all  bills  for  material  purchased.  All  discounts  accrue 
to  benefit  of  ownership. 

IV.  UTILITIES  AND  SERVICES 

A.  —  Arrange  for  all  necessary  contracts  for: 

1)  Electricity  and  Gas. 

2)  Steam  (where  purchased). 

3)  Fuel. 

4)  Water. 

5)  Window  Cleaning. 

6)  Exterminating. 

7)  Directory  Service. 

8)  Sub-metering  Service. 

9)  Rubbish  Removal. 

10)  Waste  Paper  Collections. 

11)  Elevator  Maintenance  (where  required). 

12)  Maintenance  of  Uniforms. 

13)  Fire  Alarms  and  Sprinkler  Service. 

14)  And  any  others  that  may  be  required. 
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V.  MISCELLANEOUS 

A.  —  Records  Kept: 

1)  Employment  records. 

2)  Itemized  cost  records  (monthly  and  cumulative) 

3)  Records  of  consumption  of  Electricity,  Gas,  Water,  Steam,  Fuel,  etc. 

4)  Painting  records. 

B.  —  Plan  and  supervise  tenant  alterations. 

c.  —  Calculate  and  pay  City  and  State  Utility  Taxes. 

D.  —  Render  bills  to  tenants  for  water,  steam  and  other  special  charges  where 

applicable. 

E.  —  Insurance. 

1)  Report  all  accidents  to  Insurance  Carrier. 

2)  Report  Fire  Damage  claims  to  Insurance  Carrier  and  obtain  settle¬ 
ment  of  loss. 
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SUMMATION 

I.  John  Doe  Company  initiated  the  sale  of  this  building  and  recog¬ 
nized  its  potential  for  long  term  sound  investment. 

II.  The  John  Doe  Company  is  recognized  in  the  community  as  one 
of  the  leading  management  firms,  and  buildings  under  our  manage¬ 
ment  are  highly  regarded  for  their  unique  quality  of  service. 

III.  This  building  is  non-competitive  with  any  other  in  our  man¬ 
agement  portfolio,  and  we  are  in  a  position  to  give  it  personal  atten¬ 
tion  of  our  company’s  top  executives.  The  leases  in  most  of  our 
buildings,  in  our  management  portfolio,  expire  on  February  first, 
whereas  your  building  has  a  May  first  anniversary  date. 

IV.  The  application  of  a  policy  which  calls  for  close  supervision  of 
every  department  of  a  weU-knit  organization  should,  under  all  condi¬ 
tions,  achieve  results  that  will  be  in  the  best  interests  of  the  owner¬ 
ship. 

PROPOSAL 

We  propose  to  assume  the  management  of  the  Y - building  on 

the  basis  of  5  per  cent  per  annum  of  the  gross  income  of  the  property, 
payable  monthly. 

Recommended  rates  adopted  by  the  Real  Estate  Board  of  this  city 
are  calculated  as  follows: 

1  —  5  per  cent  of  gross  collections  up  to  $200,000.  annually. 

2  —  4  per  cent  of  any  excess  of  gross  collections  above  $200,000.  and  up 

to  $300,000.  annually. 

3  —  3  per  cent  of  any  excess  of  gross  collections  above  $300,000.  and 

up  to  $400,000.  annually. 

4  —  2  per  cent  of  any  excess  of  gross  collections  above  $400,000. 

annually. 
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Assuming  a  gross  income  of  $500,000  per  annum,  this  would  amount 
to  an  annual  management  fee  of  $19,000,  based  on  the  above  schedule. 

However,  the  Real  Elstate  Board  of  this  city  states — 

“The  foregoing  rates  are  minimum  charges,  since  in  many  cases  these 
fees  would  be  inadequate  and  a  substantially  higher  charge  would 
be  fully  justihed.” 

It  is  for  this  reason  that  our  company  receives  a  higher  rate,  rang¬ 
ing  from  2  per  cent  to  5  per  cent,  according  to  the  type  and  size  of  the 
building. 

ADDENDA 

PERSONAL  QUALIFICATIONS  OF  JOHN  DOE 

Graduate  of  Ehike  University,  with  degree  of  B.  A. 

Extension  course  in  the  field  of  Real  Estate  and  Insurance  com¬ 
pleted  at 

University  of  Southern  California 
Northwestern  University 
etc.,  etc. 

Member  of 

National  Association  of  Real  Estate  Boards 
Institute  of  Real  Estate  Management 
etc.,  etc. 

(List  also  any  official  positions  which  you  have  held  in  other  or¬ 
ganizations  pertaining  to  real  estate  and  real  estate  management,  and 
any  special  qualifications  which  would  have  bearing  on  your  case.) 

(Also  in  ADDENDA  include  similar  presentations  concerning  other 
executive  personnel,  as  the  case  might  require ;  also,  brochures,  model 
leases,  and  other  pertinent  information.) 


EDITOR'S  NOTE:  The  Summer  Issue  of  the  JOURNAL  will  carry  an 
article  by  Mr.  Taylor  on  "Selling  Management  as  an  Investment." 
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MANAGING  PARKING  LOTS 

By  William  J.  Porter^  Jr. 

There  is  a  lot  of  work — a  lot  of  detail — involved  in  managing  parking 
lots;  a  lot  of  money,  too,  for  those  who  do  it  right.  Further,  writes 
one  who  has  done  it  himself,  there  are  good  public  relations  in  the  deal. 

This  is  another  suggestion  on  how  to  develop  the  market  for  Management — 
and  on  what  to  do  if  your  developing  spadework  produces  results. 


The  field  of  Real  Estate  Management 
has  spread  far  beyond  the  operation  of 
residential  and  commercial  buildings  for 
rental  to  tenants  and  now  includes  the 
operation  of  many  types  of  going  busi< 
nesses.  One  of  these  is  the  management 
and  operation  of  parking  lots. 

Wherever  Property  Managers  get  to¬ 
gether  to  discuss  common  problems,  one 
of  the  most  important  subjects  is  the  de¬ 
velopment  of  new  management  business. 
While,  naturally,  means  of  increasing  units 
of  the  ordinary  type  associated  with 
Property  Management  are  important,  the 
exploration  of  new  territories  is  always  a 
challenge  to  the  ambitious  Property  Man¬ 
ager,  and  draws  a  great  amount  of  interest. 

Fertile  Field  for  New  Business 

Managing  and  actually  conducting  the 
business  of  a  parking  lot  provides  a  fertile 
source  of  new  business  for  the  average 


William  J.  Porter,  Jr.,  is  President  of  the 
Porter  Realty  Co.  in  Lansing,  Mich.,  and  Secretary 
of.  the  Lansing  Board  of  Realtors.  He  has  been  in 
Real  Estate  Management  and  Brokerage  since 
1932,  the  year  he  was  graduated  from  Michigan 
State  College  with  a  degree  in  electrical  engineer¬ 
ing.  He  is  past  president  of  the  Michigan  Chapter 
CPM’s  and  past  vice-president  of  the  Great  Lake 
Region  of  the  Institute  of  Real  Estate  Management, 
and  is  currently  a  member  of  the  Institute’s  Gov¬ 
erning  Council.  He  is  a  lecturer  in  Reed  Estate 
Management  at  Michigan  State  College.  Active 
in  civic  affairs,  he  is  General  Manager  of  the  1950 
Community  Chest  Campaign  in  his  city. 


property  manager  in  the  average  American 
city.  Any  city  from  50,000  population  up¬ 
ward  is  certain  to  have  automobile  park¬ 
ing  problems.  It  thereby  presents  an 
opportunity  for  new  management  business. 

To  get  started  in  this  business  of  manag¬ 
ing  parking  lots,  it  will  be  necessary  to 
make  a  survey  of  your  area  to  determine 
the  possibilities  available  to  you. 

One  good  source  of  business  is  to  take 
over  the  management  of  existing  parking 
lots.  Often  these  are  being  operated  by  re¬ 
mote  control  by  an  owner  busy  in  his  own 
business  or  profession,  or  are  being  rented 
out  on  a  month-to-month  or  short  lease 
basis  paying  the  owner  about  50  per  cent  of 
the  net  each  month. 

Increasing  Owner^s  Earnings 

Personal  solicitation  may  reveal  dissatis¬ 
faction  on  the  owner’s  part  with  this  type 
of  management,  giving  you  an  opportunity 
to  solicit  him  for  the  management. 

Obviously,  the  rental  received  by  an 
owner  from  a  lot  is  earned  by  the  opera¬ 
tion  of  the  lot  itself.  By  acting  as  the 
owner’s  agent,  you  can  show  the  owner  a 
very  substantial  increase  in  the  earnings 
over  his  50  per  cent  of  the  net  by  giving 
him  the  entire  net,  less,  of  course,  your 
management  fees. 

Another  good  source  of  parking  lot  man¬ 
agement-vis  to  be  found  in  old  close-in 
properties  on  large  lots  which  produce  less 
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income  than  they  should  and  which  are 
near  enough  to  business  centers  to  he 
profitably  operated. 

In  my  home  city  of  Lansing,  Mich.,  there 
are  many  examples  of  old  residences  that 
have  been  razed  with  parking  lots  being 
established  in  their  place.  The  demand 
for  the  facilities  of  these  lots  has  resulted 
in  huge  increases  in  net  earnings  to  the 
owners.  One  which  now  comes  to  my  mind 
involved  a  large,  old  frame  residence  on  a 
lot  of  66  feet  by  165  feet  on  a  secondary 
street  about  two  and  a  half  blocks  from  the 
100  per  cent  district.  This  property  had 
been  rented,  for  converted  office  use,  at  $100 
per  month  gross  in  1940  with  the  tenant 
taking  care  of  repairs  and  the  owner  paying 
the  taxes  and  insurance. 

Income  Up  500  Per  Cent 

The  building  was  razed  that  year,  taxes 
were  reduced  by  the  amount  of  the  im¬ 
provement,  the  fire  insurance  was  dropped, 
and  the  owner  has  received  from  his  man¬ 
aging  agent,  an  average  of  about  $500  per 
month  since  that  time  from  the  operation 
of  the  lot.  This  example  is  quite  typical  in 
our  community.  Lots  already  vacant,  and 
well  enough  located,  of  course  make  an 
ideal  source  of  new  parking  lot  manage¬ 
ment  business. 

In  making  the  selection  of  locations,  be 
sure  a  careful  survey  is  made  to  determine 
traffic  flow,  proximity  to  places  drawing 
large  numbers  of  people,  competition  of 
other  lots,  number  of  hours  per  day  lot  can 
be  operated  and  other  pertinent  points. 
Most  lots,  to  be  successfully  operated,  need 
evening  as  well  as  day  business.  Theaters, 
clubs,  restaurants,  and  hotels  help  supply 
parkers  for  evening  business.  Some  restau¬ 
rants  will  even  offer  to  pay  the  parking 
check  for  their  evening  patrons,  and  a  deal 
for  this  arrangement  is  good  business  for 
the  lot  as  well  as  the  restaurant. 


Municipal  Problem 

In  working  out  your  survey,  bear  in 
mind  that,  in  most  progressive  cities,  park¬ 
ing  has  become  an  important  municipal 
problem,  and  is  being  dealt  with  in  various 
ways. 

In  Lansing,  for  example,  where  the  pop¬ 
ulation  is  approximately  100,000,  the  city 
has  1,126  parking  meters  on  the  streets. 
Revenues  from  these  meters  at  5  cents  per 
hour,  8  a.m.  to  6  p.m.,  are  all  earmarked  to 
provide  metered  off-street  parking  at  5 
cents  for  two  hours  on  a  24-hour  basis. 
Receipts  from  the  street  meters  totaled 
$112,786.10  during  1948.  Revenue  for  1949 
is  expected  to  exceed  that  amount. 

Two  parking  lot  sites  were  purchased  by 
the  City  of  Lansing  during  1948.  One  lot 
with  a  capacity  of  105  cars  has  been  de¬ 
veloped  and  opened  at  a  cost  of  $107,325. 
The  other  lot,  now  being  developed,  cost 
$70,000  to  purchase.  This  plan  to  pur¬ 
chase  and  develop  lots  will  continue  until 
there  are  10  large  lots  in  the  downtown 
area,  with  a  1,000  car  capacity,  owned  and 
meter-operated  by  the  municipality. 

This  is  real  competition  for  the  manager 
who  will  make  his  lots  show  a  good  profit. 
The  cost  of  these  municipal  lots  is  too  high 
for  a  fair  return  to  a  private  investor,  but 
they  do  provide  a  public  service.  The 
bright  side,  of  course,  is  that  gradually  the 
authorities  hope  to  eliminate  street  park¬ 
ing,  leaving  plenty  of  opportunity  for 
those  who  take  advantage  of  it  in  the 
parking  lot  business. 

Actual  Experience  Invaluable 

Assuming  that  you  are  taking  over  the 
management  of  an  existing  parking  lot,  it 
is  well  for  one  of  the  key  people  in  your 
management  organization  to  actually  work 
on  the  lot  for  a  few  days.  It  is  difficult  to 
direct  something  about  which  you  have 
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only  theoretical  knowledge.  Working  on 
the  lot  will  he  an  invaluable  practical  ex¬ 
perience.  Also,  if  location  permits,  some¬ 
one  from  your  firm  should  he  assigned  to 
park  his  car  on  the  lot  daily  as  a  free 
customer,  to  make  “customer”  observa¬ 
tions  for  the  office. 

Never  accept  the  present  plan  of  opera¬ 
tion  as  satisfactory.  ChaUenge  every  step 
in  the  procedure,  from  rates  charged  to 
the  pattern  by  which  the  cars  are  parked. 
Checking  other  lot  prices  will  help  you  on 
rates,  as  will  a  trial  and  error  schedule.  An 
engineer  may  be  able  to  help  you  on  lot 
layout.  Where  turnover  and  traffic  load 
will  permit,  the  most  profitable  plan  of 
operation  is  with  hourly  rates  with  a  mini¬ 
mum  charge.  For  example,  on  one  lot  we 
charge  15  cents  for  the  first  hour  or  frac¬ 
tion  and  5  cents  each  additional  hour  or 
fraction,  using  an  IBM  recording  time  clock 
to  punch  customer’s  tickets  in  and  out. 
When  we  took  this  lot  over,  we  found  the 
attendants  “giving”  the  customer  small 
“fractions”  of  an  hour  at  the  expense  of 
the  lot.  A  correction  of  this  item  alone, 
practically  paid  our  management  fee. 

Surfacing  Is  Problem 

An  “In”  and  “Out”  drive  is  the  most 
practical  on  an  hourly  lot.  This  permits 
cars  to  enter  at  a  fast  rate,  all  traveling  in 
the  same  direction,  and  leave  the  same 
way.  As  far  as  possible,  locate  your  office 
at  the  entrance  to  the  lot  between  the  “In” 
and  “Out”  drives.  The  office  should  be 
small,  to  prevent  loafers,  and  have  plenty 
of  glass  for  good  attendant  visibility. 

Surfacing  of  lots  is  a  difficult  problem  at 
best. 

Concrete  is  the  most  desirable  and  also 
the  most  expensive.  Except  in  cases  of 
long  leases  or  permanent  parking  lot  use, 
the  cost  of  concrete  is  prohibitive. 

Asphalt  or  “Blacktop”  mixture,  laid  and 
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rolled  on  to  a  smooth,  well  packed  surface 
of  gravel  or  cinders,  makes  a  very  desir¬ 
able  surface.  Two  inches  of  this  surface  is 
adequate  provided  the  foundation  is  firm 
and  properly  graded.  In  the  colder  cli¬ 
mates,  however,  this  type  of  surface  will 
often  bubble  in  Winter,  necessitating  costly 
repairs  each  Spring. 

Gravel  or  cinder  surfaces,  if  well  graded 
and  drained  and  occasionally  treated  with 
calcium  chloride  to  lay  the  dust,  provide 
the  most  economical  surface. 

Importance  of  Lighting 

The  importance  of  floodlighting  and 
neat  well  painted  signs  cannot  be  over¬ 
estimated.  When  deciding  where  to  park 
his  car,  the  motorist  is  influenced  by  the 
most  insignificant  things.  Gk)od  lighting, 
attractive  signs,  neatly  parked  cars  and  a 
general  atmosphere  of  good  management 
will  bring  many  customers  to  a  lot  which 
otherwise  might  be  lost. 

Probably  the  biggest  single  problem  in 
managing  parking  lots  is  that  of  personnel. 

Attendants  must  be  active,  alert,  honest, 
courteous  and  dependable — ^yet  compared 
to  the  industrial  workers,  their  wages  are 
low.  Age  is  not  a  limiting  factor  if  the 
worker  can  qualify  "otherwise.  Because  of 
the  steady  work  in  the  out-of-doors,  there 
are  usually  plenty  of  applicants  for  each 
opening.  Too,  there  seems  to  be  a  strange 
fascination  in  driving  cars  for  some  men — 
all  kinds  of  cars,  new  and  old,  big  and 
small — which  often  helps  with  the  work¬ 
ers’  stability. 

We  find  paying  on  an  hourly  basis,  with 
the  worker  punching  in  and  out  on  the 
same  clock  which  is  used  for  parking 
tickets,  is  the  most  satisfactory.  One  at¬ 
tendant  is  designated  as  lot  manager,  and 
is  responsible  to  the  office  for  daily  reports, 
bank  deposits,  and  the  actual  operation  of 
the  lot.  Care  must  be  used  to  not  overload 
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the  payroll,  but  often  it  will  prove  very 
profitable  to  put  on  an  extra  man  during 
peak  periods. 

Training  a  Continuous  Job 

Training  personnel  is  a  continuous  job. 
Written  instructions  are  very  important  be¬ 
cause  operating  procedure  must  be  so 
established  that  an  attendant  not  famibar 
with  the  lot  can  take  over  when  necessary. 

As  is  common  in  assuming  the  manage¬ 
ment  of  any  type  of  new  account,  much 
more  work  must  be  done  during  the  first 
few  months  than  later.  During  this  period, 
the  lot  should  be  visited  and  checked  each 
day  by  the  management  man  assigned  to 
the  account.  In  this  way,  a  smooth  plan  of 
operation  can  be  developed  and  carried 
out  which  will  mean  satisfaction  to  owner 
and  manager  in  the  future.  After  that, 
frequent  and  unscheduled  stops  are  help¬ 
ful  in  keeping  attendants  “on  their  toes.” 

What  the  attendant  says  and  does  has  a 
great  influence  on  the  business  volume. 
Little  courtesies  extended  to  customers  like 
helping  mothers  with  folding  baby  car¬ 
riages,  and  helping  shoppers  with  pack¬ 
ages,  will  pay  dividends,  as  will  kind 
remarks. 

Handling  Receipts  Varies 

The  method  of  handling  receipts  will 
vary  with  each  lot,  but,  generally,  each  car 
is  given  a  ticket  as  it  enters  the  lot,  time 
being  stamped  by  the  clock.  The  ticket 
can  be  in  three  sections,  one  to  be  attached 
to  the  car,  one  to  be  handed  to  the  cus¬ 
tomer  and  one  for  office  record. 

When  the  lot  is  spot-checked,  every  car 
must  display  a  ticket.  Attendants  must  be 
checked  on  this  to  prevent  “favors”  and 
“rackets.”  When  the  owner  returns  for  his 
car,  his  stub  with  “time  in”  stamped  on  is 
again  stamped  with  “time  out.”  A  chart 
posted  at  clock  helps  the  attendant  com- 
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MICHIGAN 
PARKING  LOT  No.1 

224  So.  GRAND  AYE.  LANSING,  MICH, 

35-500 

IN  DAY  CHECK  out 
HOURLY  RATES  UNTIL  6.00  P.  M.  SHARP 
NO  ATTENDANT  AFTER  9.00  P.  M. 
Can  to  remain  later  must  be  placed  in  back 
row  and  securely  locked  by  owner.  •  Not 
responsible  for  goods  left  in,- damage  to,  or 
theft  of  automobile. 

MANAGED  BY 

PORTER  REALTY  CO. 

PRUDDEN  BLDG. 

•tMl  TICMT  MHrAMT  4H 


35-500 

Michigan  Parking  Lot  No.  1 


CAR  CHECK 

MANAGED  BY 
PORTER  REALTY  CO. 
PRUDDEN  BLDG 

35-500 

Michigan  Parking  Lot  No.  1 
OFHCE  RECORD 


On  this  type  of  ticket,  recommended  as  an  income 
promoter,  the  top  stub  is  stamped  with  “In”  time 
on  the  left-hand  side  and  handed  to  the  customer. 
This  is  his  claim  check.  It  is  stamped  with  the 
“Out”  time  on  the  right-hand  side.  The  center 
portion  is  attached  to  the  car  for  identification. 

The  bottom  section  is  used  for  office  record. 
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GRAND  PARKING  LOT 
324  S.  Grand  Ave. 
LANSING,  MICHIGAN 
Managed  By 
PORTER  REALTY  CO. 

DAY  TICKETS  No _ 


DAILY  CASH  AND  RENTAL  REPORT 

OT  Doy _ 

KH  - 

Weather 

;0.  Report _ 


BREAKDOWN 

OF 

DAY  TICKETS 


Rat* 

@  15c  = 
@  20c  = 
@  25c  = 
@  30c  = 
&  35c  = 
@  40c  = 
@  45c  = 
@  50c  = 
@  55c  = 
@  60c  = 
@  = 


Total  Tickets 


Total  Sales 


NIGHT  TICKETS  No. 


License  No. 


MONTHLY  RENTAL  RECEIPTS 

Date  Paid  From  To 


(USE  OTHU  SIDE  FOR  ADDITIONAL  MONTHLY  RECEIPTS) 


TOTAL  RECEIPTS  FOR  DAY  $ _ 

TICKETS  SOLD 

CASH 

TICKETS  RETURNED 

SALES 

TICKETS  SHORT 

OVER 

SHORT 

SIGNED 

PARKING  LOT  MGR. 

The  parking  lot  manager  turns  in  this  report  daily  with  his  bank  deposit  receipt  attached. 
A  breakdown  of  the  ticket  sales  is  helpful  in  analyzing  the  business. 
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pute  the  charge.  The  lot  manager  each 
day  then  deposits  the  previous  day’s  re¬ 
ceipts  in  a  separate  hank  account  and  sends 
the  deposit  receipt  with  the  daily  report 
showing  the  number  of  tickets  sold  and 
their  serial  numbers  to  the  management 
office.  The  tickets  themselves  are  picked 
up  and  spot-checked  periodically  for 
proper  charge  and  serial  number  sequence. 

Avoiding  Liability 

In  the  operation  of  a  parking  lot,  every 
day  thousands  of  dollars  worth  of  other 
people’s  property  is  “checked”  in  care  of 
the  lot.  Yet  the  fee  charged  for  parking 
does  not  permit  restitution  to  the  owner 
for  damage.  The  paragraph  on  our  tickets 
relative  to  liability  was  drawn  by  one  of 
our  clients,  a  parking  lot  owner,  who  was 
considered  the  dean  of  lawyers  in  our  area. 
So  far,  it  has  protected  lots  under  our  man¬ 
agement  from  paying  any  claims  for  dam¬ 
ages  for  which  we  did  not  assume  respon¬ 
sibility. 

A  policy  regarding  damage  to  cars  must 
be  adopted  and  held  to  as  far  as  possible. 
For  some  reason,  unknown  to  this  writer, 
people  change  character  when  driving 
automobiles.  People  with  whom  you 
would  trust  your  wallet  wiU  try  to  drive 
out  of  a  lot  without  paying  a  25-cent  fee 
they  owe,  and  just  as  glibly  deny  damaging 
a  fender  on  another  car  while  the  bumpers 
are  still  hooked  together.  After  several 
years  of  trial  and  error,  we  have  adopted  a 
policy  of  paying  only  for  damage  actually 
the  fault  of  our  own  attendants.  This  cost 
is  nominal. 

As  this  is  written,  we  are  being  sued  for 
the  theft  of  a  car  from  which  the  owner,  a 
late  evening  parker,  failed  to  remove  the 
keys  as  per  our  instructions  for  cars  to  re¬ 
main  after  closing  hours.  Premiums  are 
so  costly  as  to  be  prohibitive  for  property 
damage  insurance  but  public  liability  and 


similar  coverages  should  be  carried  with 
high  limits  to  protect  the  managing  agent 
and  the  owner. 

Daily,  Monthly  Rates 

As  contrasted  with  the  hourly  lot,  there 
is  the  lot  farther  removed  from  shopping 
areas  which  can  best  be  operated  on  an  all 
day  rate  basis.  This  type  of  lot  also  usually 
has  monthly  rates  which  permit  cars  to 
come  in  and  go  out  as  often  as  they  desire. 
On  this  type  of  lot,  a  “pay-as-you-enter” 
policy  should  be  used,  again  with  each  car 
and  customer  with  a  ticket  stub.  For 
monthly  parkers,  we  identify  the  cars  with 
a  “trade  mark”  sticker  on  the  back  win¬ 
dow. 

This  type  of  lot  cannot  produce  the  high 
income  of  an  hourly  lot,  because  of  lack  of 
turnover  in  the  same  parking  space,  but 
nevertheless  can  do  a  substantial  volume  of 
business.  Patrons  on  this  type  of  lot  are 
usually  business  and  professional  people, 
clerks  and  office  workers,  who  come  in 
early  in  the  morning  and  leave  late  in  the 
afternoon  or  are  the  salesmen  type  who 
park  by  the  month  and  come  and  leave 
many  times  without  extra  charge.  Ob¬ 
viously,  this  type  of  lot  needs  less  attend¬ 
ants  and  may  have  more  regular  customers 
than  an  hourly  lot,  where  customers  are 
more  transient. 

Referring  again  to  location,  we  have 
found  that  shoppers  prefer  to  park  two 
blocks  or  less  from  their  destination,  and 
theater  goers  one  block  or  less.  By  con¬ 
trast,  people  who  prefer  not  to*  pay  for 
parking  and  park  on  unmetered  streets 
will  walk  four  or  more  blocks  to  their 
destinations. 

To  be  profitably  operated  in  this  area,  a 
lot  should  have  a  minimum  capacity  of  40 
cars  and  be  very  close  in.  Lots  located 
farther  Out,  with  less  turnover,  should  have 
much  greater  capacity. 
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Since  the  payroll  is  the  greatest  single 
item  of  expense,  the  lot  shape,  size  and 
parking  pattern  deserve  much  study  to  de¬ 
termine  the  proper  set-up  and  proper  num¬ 
ber  of  attendants.  Opening  and  closing 
hours,  holiday  schedules  and  similar  items 
also  will  need  the  agent’s  attention. 

Experience  shows  us  that  about  one-half 
of  the  gross  receipts  are  used  to  pay  the 
operating  expense  including  the  manage¬ 
ment  fees.  We  render  a  monthly  report 
to  the  owners,  giving  a  detailed  account  of 
receipts  and  disbursements.  Also,  as  with 
apartment  properties,  the  usual  bookkeep- 
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ing  for  the  Government  with  regard  to  em¬ 
ployees  must  be  a  function  of  the 
Management  office. 

While  one  of  our  clients  on  an  account 
now  one  year  old  in  our  office,  offered  us  a 
higher  fee,  we  charge  only  5  per  cent  of 
the  gross  receipts  for  parking  lot  manage¬ 
ment. 

Even  though  there  is  much  work  and 
detail  involved,  the  publicity  to  your  firm 
and  the  fees  earned  make  managing  park¬ 
ing  lots  a  good  type  of  Management  busi¬ 
ness. 
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The  Second  1049  Management  Conrse 

★ 

THIS  SERIES  OF  LECTURES  ON 


PRINCIPLES 

OF  REAL  ESTATE  MANAGEMENT 


WILL  BE  HELD  AT  THE  HEIDELBERG  HOTEL 
BATON  ROUGE,  LOUISIANA 

May  23  to  28,  1949 

★ 

Highly  acclaimed  and  always  well  received,  this  short  but  com¬ 
prehensive  course  of  lectures  by  outstanding  men  in  the  field  of 
Real  Estate  Management  will  now  be  held  under  the  sponsorship 
of  the  Baton  Rouge  Real  Estate  Board,  Inc. 

Write  to  the  Institute  for  detailed  information  on  the  scope  of 
the  lectures  and  content  of  the  course. 

The  Institute  of  Real  Estate  Management,  22  W.  Monboe  St.,  Chicago  3,  III. 
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MAINTENANCE 

By  David  L.  Keith,  CPM 
EDITOR 


Spring  Is  the  Time  to  .  .  . 

1.  Remove  dead  American  Elm  trees  and 
replace. 

2.  Plant  gardens,  seed  grass,  and  landscape. 

3.  Thoroughly  inspect  building  exteriors 
for  summer  repairs. 

4.  Clean  winter  coal  dust  from  basement 
corners  and  pipes. 

5.  Replace  rotted  pipe  insulation. 

6.  Watch  open  windows  for  overheating. 

Fluorescent  Lamp  Danger 

The  fluorescent  lamp  “bulb’’  is  coated 
on  the  interior  with  a  compound  contain¬ 
ing  small  percentages  of  beryllium  and 
mercury.  If,  in  disposing  of  the  burned 
out  lamps,  the  glass  is  broken  and  cuts  the 
skin,  the  healing  of  the  cut  will  be  greatly 
retarded  by  the  action  of  the  two  chemi¬ 
cals. 

While  lamps  should  be  broken,  when 
left  in  receptacles  outside  the  building  the 
gases  should  not  be  breathed  and  care 
should  be  taken  that  there  is  no  way  for 
■  the  glass  to  cut  the  breaker. 

Sparrows  and  Starlings 

The  foUowing  letter  is  self-explanatory 
in  its  problem: 

Dear  Mr.  Keith: 

We  are  having  a  problem  in  connection  with 
an  office  building  that  I  manage  with  sparrows 
and  starlings  roosting  on  the  ledges  and  window 
sills. 


EXCHANGE 

Letters  of  Inquiry, 
Comments  by  Readers, 
Notes  by  the  Editor 

This  problem  has  been  increased  by  the  fact  that 
the  County  Board  of  Supervisors  has  cut  down 
all  the  trees  on  the  court  house  lawn  recently, 
causing  the  birds  who  were  using  the  trees  to 
roost  in  greater  numbers  on  our  building. 

I  write  to  inquire  if  any  of  the  other  members 
of  the  Institute  have  had  this  problem  and 
could  oiler  any  suggested  remedies.  We  have 
tried  poison  grain  but  it  blows  away.  If  you 
have  anything  in  your  files  on  this,  I  would 
appreciate  hearing  from  you. 

Very  truly  yours, 

Loren  L.  Whitehead,  cpm 
504  Talcott  Building 
Rockford,  lUinois 

Mr.  Whitehead’s  problem  is  not  new  to 
‘city  dwellers.  First  pigeons,  then  Sparrows, 
and  finally  starlings  have  added  their  dis¬ 
agreeable  presences  to  the  problems  of 
downtown  building  management. 

Unfortunately,  the  only  solution  to  the 
problem  of  sparrows  and  starlings  which 
works  over  a  period  of  time  is  destruction. 
A  great  many  methods  have  been  at¬ 
tempted,  such  as  nuise,  electric  lights,  and 
owls,  both  mechanical  and  alive.  The  birds 
soon  become  used  to  the  irritating  addition 
and  then  a  new  method  must  be  found. 

Poisoned  grain  can  be  effective  and,  of 
course,  windproof  hoppers  such  as  are 
used  for  feeding  chickens  can  be  used. 
There  is  always  the  possibility  of  a  law 
suit  resulting  from  some  pet  eating  one  of 
the  dead  birds. 

Poisoned  grain  should  be  alternated  with 
unpoisoned  grain  on  a  ratio  of  about  one 
to  seven  days.  Ehiring  the  six  days  the 
poison 'vehicles  (liquid)  should  be  coated 
on  the  grain  but  the  poison  should  be  left 
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off.  Thus  the  birds  will  have  no  method 
of 'determining  whether  a  day  is  ^poison 
day”  or  “good  eats  day.” 

If  you  have  a  flat  surface  on  your  roof, 
you  might  also  try  the  live  trap  which  is 
used  by  bird  banders.  These  are  variously 
marketed  as  wire  sparrow  traps  and  so  on. 
As  far  as  possible  the  trap  should  contain 
one  or  two  live  birds  in  it  at  all  times.  In 
the  summer  time  do  not  try  to  water  the 
birds  in  the  trap  as  they  will  spiU  out  the 
water  and  the  high  humidity  caused  di* 
rectly  under  them  will  kill  them.  We  have 
had  a  good  deal  of  experience  with  this 
type  of  trap  with  sparrows.  It  is  effective 
for  anywhere  from  two  weeks  to  a  month 
and  as  soon  as  they  stop  going  in  we  re¬ 
move  the  trap  for  two  or  three  weeks  be¬ 
fore  replacing  it,  in  the  meantime  sprin¬ 
kling  around  grain,  bread  crumbs,  and 
other  foods  which  attract  birds  to  keep 
them  coming  back. 

To  work  any  real  program  such  as  this, 
you  should  get  cooperation  from  other 
buildings  in  the  neighborhood  so  that 
while  you  kill  many  you  don*t  get  all  the 
birds  in  the  neighborhood  on  your  build¬ 
ing.  Some  cities  have  even  hired  hunters 
to  wander  around  with  shotguns  during 
quiet  hours  on  the  city  streets  to  shoot 
down  the  pigeons  or  starlings.  Public 
opinion,  however,  has  to  be  pretty  well 
aroused  for  this. 

Other  methods,  of  course,  have  been 
tried,  such  as  uncomfortable  perches  made 
out  of  spikes  and  nails,  broken  glass,  etc. 
Because  of  Uie  fact  that  these  methods  are 
expensive  and  always  offer  the  possibility  of 
injury  to  tenants  or  workmen  they  are  not 
recommended  for  general  use. 

Note:  If  aojr  CPU’s  who  read  this  have  heard  of 
anjr  other  methods  which  were  effective  over  a 
considerabie  period  of  time,  both  the  editor  and 
Mr.  Whitehead  would  be  interested  in  bearing  of 
them. 


Future  Maintenance  Costs 

One  of  the  best  publications  to  aid  in 
forcasting  future  maintenace  costs  is 
the  Bureau  of  Labor  Statistics  monthly 
bulletin,  “Construction.”  You  may  get 
your  name  put  on  the  mailing  list  at  no 
charge  merely  by  writing  the  Bureau  of 
Labor  Statistics,  U.  S.  Department  of 
Labor,  Washington,  D.  C.,  or  one  of  the 
regional  offices.  While  the  amount  of 
building  authorized  and  in  progress  and 
construction  legislation  take  up  a  good  deal 
of  the  booklet,  the  wholesale  prices  of 
selected  building  materials,  union  wage 
scales  for  selected  building  trades,  and  sta¬ 
tistics  on  apprentices  are  invaluable  to  the 
maintenance  man. 

An  example  of  its  value  is  shown  in  the 
increase  in  asphalt,  bulk,  per  ton,  refinery, 
from  $13  in  November,  1947  to  $17.50  in 
November,  1948.  Anyone  considering  an 
asphalt  roof  would  do  well  to  have  such 
figures  available. 

The  cost  of  paint  is  particularly  inter¬ 
esting  at  this  time.  The  wholesale  “enamel, 
prepared,  per  gallon,  plant”  price  has  re¬ 
mained  at  $4,108  from  November,  1947  to 
November,  1948.  Between  these  two  times, 
the  costs  of  paint  materials  showed  the  fol¬ 
lowing  trends: 


Paint  mater Udt: 

Nov. 

1948 

Oct. 

1948 

Nov. 

1947 

Butyl  acetate,  normal  per 
pound,  freight  allowed, 
(New  York)  . 

19.04 

21.14 

30.5^ 

Lead,  white,  in  oil,  per 
pound.  New  York . 

21.7 

20.5 

27.0 

Lithopone,  domestic,  per 
pound  delivered  . 

6.6 

6.6 

6.2 

OiL  linseed,  raw,  per 
pound.  New  York . 

29.2 

29.3 

32.4 

Turpentine,  gum,  per  gal¬ 
lon,  bulk.  Savannah ..... 

39.0 

38.7 

63.8 

This  is  particularly  enlightening  inas¬ 
much  as  lithopone  was  the  only  ingredient 


MARCH 


Maintenance  Exchange 

listed  in  paint  materials  which  did  not 
drop  in  price,  and  drop  considerably. 

Union  wage  scales  for  85  cities  in  the 
U.  S.  provide  an  insight  into  the  probable 
cost  of  wages  in  your  community. 

Wage  scales  on  a  stated  day  are  shown 
for  bricklayers,  carpenters,  electricians, 
painters,  and  other  building  laborers.  In¬ 
creased  rates  are  shown  by  asterisks.  Thus, 
out  of  a  total  of  595  rates  shown  on  Jan¬ 
uary  3  for  the  seven  classifications  in  85 
cities,  11%,  or  66  wage  rates,  had  been  in¬ 
creased  between  October  1  and  January  3. 
The  ability  to  check  rates  in  your  city 
against  those  in  other  cities  of  comparable 
size  in  your  area  should  prove  valuable  both 
to  property  managers  and  to  local  real  es¬ 
tate  boards  engaged  in  union  negotiations. 

Of  equal  interest  on  a  long  term  basis 
are  the  number  of  apprentices.  The  pos¬ 
sibility  of  supply  of  building  trades  la¬ 
borers  reaching  demand,  or  even  exceeding 
demand,  is  definitely  tied  in  with  the  num¬ 
ber  of  these  apprentices.  The  increase  of 
number  of  apprentices  in  all  building 
trades  between  December  31,  1947  and 
December  31,  1948  was  20,000  in  the  coun¬ 
try.  On  December  31, 1947  there  were  114,- 
400  as  against  134,300  on  December  31, 
1948.  The  status  of  painting  trades  ap¬ 
prentices,  which  is  of  vital  concern  to 
property  managers,  stood  at  9100  appren¬ 
tices  on  December  31,  1947  as  against  8900 
apprentices  on  December  31,  1948. 

We  highly  recommend  this  publication 
to  top  management. 

Painting  Exterior  Masonry 
Walls 

The  large  number  of  buildings  which 
have  been  built  since  1940  of  porous 
masoiury  products  warrants  increased  at- 


197 

tention  by  the  property  manager.  The 
plain  wall  offers  little  architectural  attrac¬ 
tiveness  unless  painted. 

To  meet  this  need,  the  U.  S.  Department 
of  Commerce,  Bureau  of  Standards,  Wash¬ 
ington,  D.  C.  has  published  a  Letter  Circu¬ 
lar  by  Clara  Sentel  called  ^Painting 
Exterior  Walls  of  Porous  Masonry.”  It  is 
numbered  LC915.  Covered  in  the  circular 
are  the  cleaning  and  preparation  of  the 
surface,  mixing  and  preparation  of  the 
paint,  and  application.  Paints  included  are 
cement  water  paints,  resin  emulsion  paints, 
oil  paints,  paints  containing  synthetic  rub¬ 
ber,  and  whitewash. 

Another  informative  publication,  BMS 
110,  “Paints  for  Exterior  Masonry  Walls,” 
is  available  from  the  same  source  for  15^. 
It  provides  data  on  the  durability  and  per¬ 
formance  of  four  classes  of  masonry  paints 
as  determined  by  their  behavior  on  wall 
panels  of  brick,  concrete,  cinder,  and  light¬ 
weight  aggregate  block,  cast  concrete,  and 
asbestos  cement  shingles.  Further  publica¬ 
tions  on  the  subject  are  mentioned  in  these 
bulletins  available  at  moderate  cost. 

The  editor  will  mention  publications  of 
this  type  from  time  to  time.  While  the 
need  for  the  publication  may  not  be  appar¬ 
ent  to  the  property  management  company 
at  the  present  moment,  it  is  often  wise  to 
foresee  future  needs.  This  is  particularly 
true  in  ordering  government  publications 
which,  when  once  out  of  print,  may  not 
again  be  available  for  a  long  period  of  time. 

Inspection  Form 

This  column  is  always  interested  in 
forms  used  in  property  maintenance,  and 
appreciates  CPM’s  who  submit  theirs. 

The  form  pictured  is  used  by  Walter  L. 
Frank  Management  Corporation  of  New 
York  Chy  and  was  sent  in  by  their  co¬ 
operative  secretary,  Leo  Birnbach. 
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WHAT  TO  READ 

Pertinent  Comments  on  Books, 
By  C.  M.  Jones,  EDITOR  Recent  Surveys,  and  Articles  of 

Interest  to  Property  Managers 


Book  Reviews 

Heating  and  Ventilatinc’s  Engineering 
Databook  by  CLIFFORD  STRCM:K.  The 
Industrial  Press,  New  York,  1948.  pp. 
576,  $7.00. 


The  Engineering  Databook  is  a  576-Page 
volume  of  reference  tables,  charts,  and 
text  that  has  been  prepared  by  CliflFord 
Strock.  The  book  has  an  8^^  by  11  inch 
page  size,  enabling  the  use  of  large  easy- 
to-read  type  in  the  tables  and  text,  and 
making  for  clear  accurate  interpretation 
of  large  scale  graphs  and  charts. 

The  data  are  organized  into  10  sections: 
heat  and  moisture  in  air,  fuels  and  com¬ 
bustion,  piping,  air  handling  and  ventila¬ 
tion,  heating  and  heat  transmission,  cooling 
and  air  conditioning,  motors  and  drives, 
contract  law,  mathematical  data  and  draft¬ 
ing,  room  practice,  and  terminology. 

Entirely  practical  in  character,  the 
Engineering  Databook  is  intended  for 
everyday  use  hy  those  who  have  problems 
involving  heating,  ventilating,  air  condi¬ 
tioning.  In  spite  of  its  technical  nature, 
it  should  be  a  valuable  reference  book  for 
managers  of  income  property. 

The  hook,  which  contains  a  vast  amount 
of  fundamental  data,  also  is  abreast  of  all 
recent  developments,  including  informa¬ 
tion  on  the  heat  pump,  electrothermal  stor¬ 


age,  snow  melting,  heating  with  diesel  en¬ 
gines,  solar  water  heating,  and  radiant 
(panel)  heating. 

A  most  useful  and  unusual  feature  of 
the  book  is  the  section  devoted  to  the  law 
of  contracts.  This  section  is  based  on  actual 
higher  court  decisions  which  apply  specif¬ 
ically  to  heating,  ventilating,  and  air  condi¬ 
tioning  cases.  In  this  section  are  discussed : 
the  validity  of  contracts,  implied  warranty, 
technical  competence,  alteration  of  plans, 
extras,  subcontracting,  substitution,  incon¬ 
spicuous  clauses,  guarantees,  distinction  be¬ 
tween  employee  and  contractor,  and  many 
other  points  covered  in  the  law  of  contracts. 
Each  case  used  as  an  example  is  one  in 
which  a  heating,  ventilating  or  air  con¬ 
ditioning  problem  was  involved. 

In  addition,  other  legal  subjects  which 
concern  heating  problems  are  discussed, 
such  as:  real  estate  law,  relations  with 
municipalities,  mechanic's  liens,  with¬ 
drawals  of  bids,  and  “cost  plus”  contracts. 

Liberty  Against  Government  by  ED¬ 
WARD  S.  CORWIN.  The  Louisiana  State 

University  Press,  Baton  Rouge,  1948.  pp. 
210,  $3.00. 

Edward  S.  Corwin,  an  outstanding  au¬ 
thority  on  the  Constitution  and  the  Su¬ 
preme  Court  and  formerly  the  McCormick 
Professor  of  Jurisprudence  at  Princeton 
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University,  has  in  this  hook  presented  his 
studies  of  the  origin,  development,  and  the 
decline  of  that  distinctively  American  con¬ 
ception  of  “liherty”  as  a  judicially  enfor- 
cihle  restraint  upon  legislative  power. 

The  significant,  even  revolutionary, 
changes  in  our  20th  century  ideas  on  liberty 
are  brought  into  sharp  focus  against  a  back¬ 
ground  of  the  centuries  of  intellectual  and 
political  processes  out  of  which  the  Amer¬ 
ican  concept  grew. 

Mr.  Corwin  finds  that  the  American  con¬ 
cept  derives  from  Roman  sources  before  the 
Christian  Era.  When  Cicero  seized  upon 
the  Stoic  idea  of  “natural  law”  as  the 
ground  of  moral  obligation  and  used  it  to 
explain  legal  obligations,  he  unconsciously 
became  one  of  the  fathers  of  American  con¬ 
stitutional  law.  In  medieval  England,  the 
idea  of  a  law  of  obligation,  reaching  beyond 
the  individual  human  will,  finally  found 
lodgment  in  fundamental  parts  of  the  Com¬ 
mon  Law,  and,  in  so  doing,  became  the 
peculiar  possession  of  lawyers  and  judges. 
And  the  great  proponents  of  this  idea  re¬ 
mained  men  of  the  law — Coke,  Kent, 
Cooley,  and  others.  Their  weapons  were 
pen  and  voice.  The  ramparts  from  which 
they  fought  were  the  historic  writings  of 
Anglo-American  liberty — the  Magna  Carta, 
the  Bill  of  Rights,  and  the  Fourteenth 
Amendment. 

For  the  first  century  of  the  American 
Republic,  constitutional  liberty  had  its 
greatest  value  as  a  bulwark  for  the  pro¬ 
tection  of  property  rights,  and  Mr.  Corwin 
shows  the  necessity  for  this  protection  in 
the  face  of  varying  and  unreasonable  exac¬ 
tions  of  a  multiplicity  of  state  legislatures. 

But  with  the  growing  complexity  of  social 
and  economic  forces  in  the  expanding  na¬ 
tion,  “liberty”  came  to  be  looked  upon  as  a 
means  of  protecting  vested  interests.  Be¬ 
tween  1885  and  1935,  the  liberty  of  em¬ 
ployers — ^“freedom  of  contract” — supplied 


the  central  core  of  judicial  interpretation 
of  the  doctrine.  With  the  rise  of  the  New 
Deal,  however,  the  liberty  of  the  employee 
“to  organize  and  bargain  collectively” 
entered  the  stream  of  judicial  interpre¬ 
tation  as  a  revolutionary  and  basically  con¬ 
flicting  concept.  Now,  with  liberty  appear¬ 
ing  in  both  these  guises,  the  ancient  idea  of 
a  higher  law  incurs  the  criticism  that  it  is 
a  “class  idea”  and  in  consequence  the  im¬ 
partiality  of  its  official  custodians  becomes 
subject  to  challenge. 

Mr.  Corwin,  with  his  usual  insight  into 
American  institutions,  analyzes  for  us  the 
implieations  of  this  fundamental  shift. 
How,  he  asks,  can  the  basic  idea  of  liberty 
against  Government  be  kept  viable  at  a 
time  when  men  tend  to  turn  more  and  more 
to  Government  for  direction  and  security? 
He  believes  that  Americans  will  continue 
their  vital  interest  in  other  aspects  of 
liberty — freedom  of  speech,  of  fair  trial, 
and  of  fair  play — which  transcend  the  so¬ 
cial  and  economic  struggles  of  our  times. 

Article  Reviews 

The  “New  Look!!.  In  Operatinc  by  DON 
T.  SHERIDAN 

Here  is  a  very  interesting  article  on  the 
management  and  operation  of  office  build¬ 
ings  by  the  vice  president  of  L.  J.  Sheridan 
&  Co.,  Chicago.  This  material  was  taken 
from  an  address  Mr.  Sheridan  delivered 
recently  at  the  North  Central  Conference 
of  the  National  Association  of  Building 
Owners  and  Managers. 

Mr.  Sheridan  compares  the  situation 
which  obtains  today  with  that  following  the 
first  World  War.  He  points  out  that, 
whereas  25  years  ago  most  of  our  office 
building  properties  were  comparatively 
new  and  considered  the  last  word  in  mod- 
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ernization  and  convenience,  the  same  thing 
is  not  true  today. 

While  most  of  these  properties  are  highly 
desirable  now,  the  manager  is  making  a 
serious  error  in  judgment  if  he  does  not 
realize  that  he  must  offer  more  than  pride- 
of-building  to  keep  his  present  tenants  and 
to  obtain  new  ones  when  necessary.  For¬ 
merly,  the  opinions  of  tenants  and  owners 
did  not  have  to  be  given  as  much  considera¬ 
tion  since  the  modem  office  building  was 
then  something  new  and  up  to  date.  How¬ 
ever,  in  today’s  programs  for  the  manage¬ 
ment  of  such  properties  the  opinions  of 
tenants  and  owners  carry  much  greater 
weight. 

And  so  the  main  part  of  this  article  is 
devoted  to  a  discussion  of  operation  prob¬ 
lems,  such  as  cleaning  and  elevator  service. 
Mr.  Sheridan  analyzes  these  problems  and 
offers  suggestions  for  their  improvement 
while  at  the  same  time  keeping  a  strong 
rein  on  costs.  Skyscraper  Management, 
November  1948,  pp.  10-12. 

Grooming  Yesterday’s  Buildings  for  To¬ 
morrow’s  Competition,  by  EDWIN  B. 
SHANNON 

This  is  the  first  of  two  articles  in  the 
January  1949  issue  of  Buildings  on  mod¬ 
ernization  for  usefulness  during  the  “Fif¬ 
ties.”  This  article  is  concerned  with,  essen¬ 
tially,  (1)  the  need  for  modernization  and 
(2)  why  such  work  should  be  done  despite 
100%  occupancy  with  rentals  at  an  all 
■time  high. 

Mr.  Shannon  believes  that  although  pres¬ 
ent  conditions  are  good  the  wise  manager 
will  not  delude  himself  with  the  seeming 
quiet  and  contentment  of  the  building’s 
tenancy.  There  are  certain  indications,  he 
says,  that  the  building  manager  is  going  to 
find  himself  faced  with  requests  from  all 
sides  for  more  modern,  more  efficient,  more 


attractive  working  areas.  Mr.  Shannon 
points  out  that  hardly  a  media  of  commu¬ 
nication  is  neglecting  the  opportunity  to 
tell  people,  including  the  building’s  ten¬ 
ants,  of  new  styles  in  better  living.  The 
advertisements  speak  eloquently  of  the 
wonders  to  be  achieved  through  the  me¬ 
dium  of  air  conditioning,  of  new  lighting 
techniques,  of  floor  coverings,  of  new  uses 
for  glass,  and  even  paint. 

The  article  points  out  that  a  large 
percentage  of  the  department  stores,  res¬ 
taurants,  and  retail  shops  have  already 
undergone  such  transformation.  Very 
soon  tenants  are  going  to  be  asking  why 
they,  too,  can’t  be  brought  up  to  date. 

In  the  article,  Mr.  Shannon  lists  the 
prime  considerations  in  a  modernization 
program  in  this  order: 

1.  Is  the  building  construction  sound  and  fire¬ 
proof?  Is  it  still  structurally  solid? 

2.  Has  the  business  district  moved,  or  popula¬ 
tion  shifted  enough  to  effect  the .  location? 
Is  it  good  enough  for  a  new  building? 

3.  Are  Class  A  standards  being  maintained  for 
Class  A  tenants? 

4.  How  will  present  tenants  react  to  moderni¬ 
zation? 

5.  What  natural  advantages  does  the  building 
bave  for  a  particular  class  of  tenants,  and  are 
we  catering  to  that  type? 

6.  How  much  added  rent  will  the  tenants  pay 
for  modernized  space?  Or  in  a  competitive 
market,  how  much  modernization  is  needed 
to  keep  present  tenants? 

Mr.  Shannon  then  proceeds  to  describe, 
round  by  round,  what  he  calls  “yesterday’s 
building”  as  it  will  look  tomorrow;  using 
as  the  subject  an  actual  job  of  moderniza¬ 
tion.  In  this  description  he  effectively 
shows  how  the  application  of  vision,  imag¬ 
ination,  and  an  awareness  of  new  materials 
and  new  uses  for  old  materials,  can  bring 
new  life  and  youth  to  various  elements  of 
the  building  without  any  demand  for 
heavy  Jjasic  remodeling  of  the  structure 
itself.  Buildings.  January  1949,  p.  28-31. 
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The  title  of  **  Certified  Property  Manager”  has 
been  conferred  upon  the  following  individuals 
by  the  Institute  of  Real  Estate  Management. 

(See  pages  208  to  219  inclusive  for  a  complete  list  of 
Certified  Property  Managers.) 

JACK  R.  TUCKER, 

Little  Rockf  Arkansas. 

Born,  Little  Rock,  Arkansas,  October  15,  1909; 
operates  his  own  real  estate  firm  specializing  in 
the  management  of  commercial  store  buildings 
and  dwellings;  active  in  the  real  estate  field  for 
18  years;  zuccessfully  completed  the  Institute’s 
management  course  held  in  Los  Angeles  in  Sep¬ 
tember  1948;  past  president  of  the  Little  Rock 
Real  Estate  Board  and  of  the  Arkansas  Real 
Estate  Association;  professional  territory  covers 
Greater  Little  Rock. 

FELIX  T.  THOEREN, 

Beverly  Hills,  California. 

Bom,  Brno,  Czechoslovakia,  April  14,  1902; 
recently  opened  his  own  real  estate  office;  attended 
college  in  Europe  receiving  the  equivalent  of  an 
A.B.  degree;  for  ten  years  held  position  of  gen¬ 
eral  manager  of  large  rabber  manufacturing  firm 
in  Paris;  as  partner  in  family  banking  firm  in 
Vienna  managed  various  holdings  and  now  special¬ 
izes  in  apartments  and  business  properties;  suc¬ 
cessfully  completed  Institute’s  management  course 
held  in  Los  Angeles,  September  1948;  member  of 
Los  Angeles  Realty  Board;  professional  territory 
covers  Los  Angeles  and  vicinity. 

P.  H.  DYSTE, 

Los  Angeles,  California. 

Bora,  Forman,  North  Dakota,  July  9,  1894; 
assistant  trust  officer  and  manager  of  the  Real 
Estate  Department  of  California  Trust  Company; 
obtained  an  A.B.  degree  from  St.  Olaf  College  and 
later  studied  at  the  University  of  Minnesota,  South¬ 
western  University,  University  of  California  and 
American  Institute  of  Banking;  successfully  com¬ 
pleted  the  Institute’s  management  course  in  Los 
Angeles,  September  1948;  19  years  experience  in 
managing  all  types  of  property;  vice  president  of 
the  Apartment  Association  of  Los  Angeles  County, 
Inc.  and  member  of  Los  Angeles  Realty  Board; 
professional  territory  covers  the  State  of  Cali¬ 
fornia,  principally  Los  Angeles  County. 


EUGENE  W.  AMBROSE, 

Denver,  Colorado. 

Born,  Denver,  Colorado,  February  21,  1903;  vice 
president  of  E.  E.  Ambrose  &  Sons,  Inc.;  attended 
University  of  Denver  where  he  later  acted  as 
chairman  of  the  Education  Committee  which  ini¬ 
tiated  its  School  of  Real  Estate;  has  taught  man¬ 
agement  courses  in  several  schools;  17  years  of 
active  experience  in  the  real  estate  field;  currently 
president  of  the  Colorado  Association  of  Real 
Estate  Boards  and  past  president  of  the  Denver 
Board  of  Realtors;  professional  territory  covers 
Denver  and  environs. 

FRANK  B.  FOSTER, 

Evanston,  Illinois. 

Born,  Evanston,  Illinois,  February  25,  1916;  as¬ 
sociated  for  three  years  with  Quinlan  and  Tyson, 
Inc.  as  a  property  manager  handling  all  types  of 
real  estate  with  emphasis  on  commercial  leasing; 
received  an  A.B.  degree  from  Lafayette  College 
and  studied  further  at  Northwestern  University 
and  the  Institute’s  management  course  held  in 
Indianapolis,  June  1946;  four  and  one-half  years 
in  the  insurance  field  as  underwriter  and  special 
agent;  served  in  the  U.  S.  Army  five  years;  chair¬ 
man  of  the  renting  and  management  committee  of 
the  Evanston  North  Shore  Real  Estate  Board; 
member  Chicago ..^Real  Estate  Board;  director, 
Evanston  Chamber  of  Commerce;  professional  ter¬ 
ritory  covers  Chicago,  Evanston  and  the  North 
Shore. 

HARVEY  M.  MILFORD, 

Detroit,  Michigan. 

Bora,  East  Jordan,  Michigan,  July  3,  1902;  part¬ 
ner  in  the  Milford  Realty  Co.;  after  receiving  a 
B.S.  degree  from  the  University  of  Pittsburgh  he 
went  on  to  do  graduate  work  at  the  University  of 
Michigan  and  entered  the  teaching  field  later  attain¬ 
ing  the  position  of  principal  of  a  grade  school; 
since  changing  to  the  real  estate  field  seven  years 
ago  he  has  specialized  in  the  management  of  single 
homes  and  flats;  member  of  Detroit  Real  Estate 
Board,  United  Northwestern  Realty  Association, 
Lions  Club,  Society  of  Residential  Appraisers  and 
franchise  holder  of  the  Accounting  Corporation  of 
America;  professional  territory  covers  metropoli¬ 
tan  Detroit. 
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CHARLES  B.  SWENSEN, 

Jersey  City,  New  Jersey. 

President  of  Charles  B.  Swenson,  Inc. ;  previously 
organized  Swenson  &  Carlewitz,  Inc.;  25  years  of 
experience  in  handling  hoth  business  and  resi¬ 
dential  property;  director  of  the  Jersey  City  Real 
Estate  Board,  Inc.;  member  of  National  Insti¬ 
tute  of  Real  Estate  Brokers,  Lions  Club,  Society 
of  Residential  Appraisers,  C.  I.  Appraiser,  Jersey 
City  Chamber  of  Commerce  and  New  Jersey  Asso¬ 
ciation  of  Real  Estate  Boards;  professional  ter¬ 
ritory  covers  Jersey  City. 

MARTHA  A.  ALLEN, 

Tacoma,  W  ashington. 

Owner,  Harold  A.  Allen,  Co.  which  manages  both 
residential  and  commercial  properties;  studied  at 
Bennett  Junior  College  and  Beutel  Business  Col¬ 
lege;  trustee  of  Tacoma  Real  Estate  Board;  trustee 
of  Washington  Association  of  Realtors  in  1946; 
member  of  Tacoma  Chamber  of  Commerce ;  success¬ 
fully  completed  the  Institute’s  management  course 
held  in  Los  Angeles,  September  1948;  professional 
territory  covers  the  City  of  Tacoma  and  Pierce 
County. 


HARRY  B.  TARR, 

Pittsburgh,  Pennsylvania. 

Born,  West  Mifflin,  Pennsylvania,  December  13, 
1908;  has  operated  his  own  real  estate  firm  since 
1945;  ten  years  experience  in  real  estate  manage¬ 
ment  specializing  in  residential  and  apartment 
properties;  studied  engineering  at  Carnegie  Tech; 
completed  real  estate  courses  at  University  of 
Pittsburgh  and  the  Institute’s  management  course 
at  Newark  1948;  member,  Pittsburgh  Real  Estate 
Board,  Chamber  of  Commerce  of  Homestead,  and 
Hilltop  Business  Association;  professional  terri¬ 
tory  covers  Pittsburgh  and  vicinity. 

JACK  L.  DALTON, 

Hamilton,  Ohio. 

Born,  Hamilton,  Ohio,  February  16,  1920;  part¬ 
ner  in  Dalton  Real  Estate  firm;  nine  years  of  real 
estate  experience  principally  in  residential  prop¬ 
erty;  three  years  in  U.  S.  Army;  chairman  of  the 
ethics  and  education  committee  of  the  Hamilton 
Real  Estate  Board  in  both  1948  and  1949;  member 
of  the  planning  commission  of  the  City  of  Hamilton 
and  of  State  License  Law  Committee,  1949;  pro¬ 
fessional  territory  covers  Butler  County. 
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National  and  Chapter  Officers 

Institute  of  Real  Estate  Management 


NATIONAL  OFFICERS,  1949 


PRESIDENT 
D.  P.  DUCY 

810  North  Main  Street . Pueblo,  Colo. 

VICE  PRESIDENTS 

ORMONDE  A.  KIEB 
Central  Atlantic  Begion 

18  Beaver  Street . Newark,  N.  J. 

J.  RUSSELL  DOIRON 
South  Central  Begion 

Box  218 . Baton  Rouge,  La. 

KENNETH  DRAPER 
Great  Lakes  Begion 

530  Shelby  Street . Detroit,  Mich. 

AMOS  Q.  HEWITT 
New  England  Begion 

205  Church  Street . New  Haven,  Conn. 

J.  E.  HOLLENBECK 
Southeast  Begion 

108  South  Olive  Avenue.  .West  Palm  Beach,  Fla. 

ARTHUR  S.  KIRK 
North  Central  Begion 

507  Ninth  Street . Des  Moines,  la. 

VICTOR  H.  VINE 
Northwest  Begion 

109  South  Tenth  Street . Tacoma,  Wash. 

JAMES  M.  UDALL 
Southwest  Begion 

1680  North  Vine  Street . Hollywood,  Calif. 


HERBERT  U.  NELSON,  Secretary 
■  22  West  Monroe  Street . Chicago,  Ill. 

H.  WALTER  GRAVES,  Treasurer 

8  South  Fourtieth  Street. ..  .Philadelphia,  Pa. 

OLIVE  DYER,  Executive  Secretary 

22  West  Monroe  Street . Chicago,  HI. 


GOVERNING  COUNCIL 

Term  Expiring  December  SI,  1951 

A.  T.  BECKWITH . Miami,  Florida 

H.  WALTER  GRAVES . Philadelphia,  Pa. 

M.  JEFFERY  HOLBROOK . Portland,  Ore. 

CHARLES  E.  HOOVER . Huntington,  W.  Va. 

BEN  O.  KIRKPATRICK . Tulsa,  Okla. 

ROBERT  C.  NORDBLOM . Boston,  Mass. 

FRANK  C.  OWENS . Atlanta,  Ga. 

FRANK  L.  WOODWARD . Kansas  City,  Mo. 

RUTH  C.  YELTON. . . San  Antonio,  Tex. 

Term  Expiring  December  SI,  1950 

WARNER  G.  BAIRD . Chicago,  Ill. 

HOWARD  BLISS . Detroit,  Mich. 

EDMUND  D.  COOK . Princeton,  N.  J. 

JOHN  COTTON . San  Diego,  Calif. 

ARTHUR  ECKSTEIN . New  York,  N.  Y. 

CARL  A.  MAYER . Cincinnati,  Ohio 

PHILIP  M.  REA . Los  Angeles,  Calif. 

NORBERT  S.  BABIN . San  Francisco,  Calif. 

VICTOR  H.  VINE . Tacoma,  Wash. 

Term  Expiring  December  SI,  1949 

STANLEY  W.  ARNHEIM . Pittsburgh,  Pa. 

HENRY  G.  BEAUMONT. . .  .Beverly  HUls,  Calif. 

CLAUDE  O.  DARBY . Flint,  Mich. 

ED  MENDENHALL . High  Point,  N.  C. 

WILLIAM  J.  PORTER,  JR . Lansing,  Mich. 

GEORGE  W.  SEILER,  JR . East  Orange,  N.  J. 

FRANK  R.  SYLVESTER . Boston,  Mass. 

WILLIAM  WALTERS . Los  Angeles,  Calif. 

CAREY  WINSTON . Washington,  D.  C. 

Bepresenting  Board  of  Directors,  NABEB 
FRED  B.  MITCHELL . San  Diego,  Calif. 

Past  Presidents  on  Governing  Council 

GEORGE  R.  MORRISON . Denver,  Colo. 

CHARLES  F.  CURRY . Kansas  City,  Mo. 

DELBERT  S.  WENZLICK . St.  Louis,  Mo. 

DURAND  TAYLOR . New  York,  N.  Y. 

KENDALL  CADY . Chicago,  Ill. 
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CHAPTER  OFFICERS,  1949 


NEW  JERSEY  CHAPTER 

MILTON  STERN,  President 
744  Broad  Street . Newark,  N.  J. 

WALTER  J.  GILL,  First  Vice  President 

1180  Raymond  Avenue . Newark,  N.  J. 

A.  W.  VAN  HORN,  Second  Vice  President 
250  North  Broad  Street . Elizabeth,  N.  J. 

W.  EDSON  HUEGEL,  Third  Vice  President 

17  Academy  Street . Newark,  N.  J. 

WILLIAM  F.  MAY,  Fourth  Vice  President 
32  Journal  Square . Jersey  City,  N.  J. 

ELLIS  GOODMAN,  Treasurer 

515  Market  Street . Camden,  N.  J. 

ELLWOOD  S.  NEW,  Secretary 
6  Ames  Avenue . Rutherford,  N.  J. 

*  PHILADELPHIA  CHAPTER 

H.  WALTER  GRAVES,  President 
Bankers  Securities  Bldg . Philadelphia,  Pa. 

ALFRED  L.  HAIG,  Secretary 
7010  Elmwood  Avenue . Philadelphia,  Pa. 

NEW  ENGLAND  CHAPTER 

LESLIE  READ,  President 

18  Brattle  Street . Cambridge,  Mass. 

DONALD  HATHAWAY,  Vice  President 
84  Shade  Street . Lexington,  Mass. 

FRANK  R.  SYLVESTER,  Secretary-Treasurer 
50  Congress  Street . Boston,  Mass. 

MICHIGAN  CHAPTER 

LEE  BUILTA,  President 
300  Lafayette  Building . Detroit,  Mich. 

WILLIAM  W.  TANNEY,  Vice  President 
614  Hammond  Building . Detroit,  Mich. 

FRANK  A.  DeBOOS,  Secretary-Treasurer 
.  1015  Ford  Building . Detroit,  Mich. 

JOHN  S.  SPENCE]^  Director 
416  Hammond  Building . Detroit,  Mich. 

KENNETH  DRAPER,  Director 
530  Shelby  Street . Detroit,  Mich. 

LOS  ANGELES  CHAPTER 

GEORGE  0.  BRUSH,  President 
1930  Wilshire  Boulevard ....  Los  Angeles,  Calif. 


*  1948  officers  listed 


WILLIAM  WALTERS,  Vice  President 
3923  W.  Sixth  Street . Los  Angeles,  Calit 

WILLIAM  G.  DICKINSON,  Vice  President 
729  Rives-Strong  Building.  .Los  Angeles,  Calif. 

WALTER  CARTER,  Secretary-Treasurer 
606  S.  Hill  Street . Los  Angeles,  Calif. 

JAMES  M.  UDALL,  Member,  Executive  Committee 
1680  N.  Vine  Street . Hollywood,  Calif. 

STEWART  CREBS,  Member,  Executive  Committee 
124  S.  LaBrea  Avenue . Los  Angeles,  Calif. 

DAVID  CULVER,  Member,  Executive  Committee 
257  S.  Spring  Street . Los  Angeles,  Calif. 

PITTSBURGH  CHAPTER 

R.  K.  McCURDY,  President 
6001  Center  Avenue . Pittsburgh,  Pa. 

M.  J.  ABERMAN,  Vice  President 
429  Fourth  Avenue . Pittsburgh,  Pa. 

JAMES  W.  STEVENSON,  JR.  Secretary-Treas. 
666  Washington  Road . Pittsburgh,  Pa. 

DISTRICT  OF  COLUMBIA  CHAPTER 

RAYMOND  D.  EVANS,  President 
925  N.  Y.  Avenue,  N.  W . Washington,  D.  C. 

JAMES  CRANE,  Vice  President 
1614  K  Street,  N.  W . Washington,  D.  C. 

D.  PAGE  CORNWELL,  Secretary 

739  15th  Street,  N.  W . Washington,  D.  0. 

J.  WESLEY  BUCHANAN,  Treasurer 
1732  K  Street,  N.  W. . Washingfton,  D.  C. 

ROBERT  T.  HIGHFIELD,  Member,  Executive 
Council 

1406  M  Street,  N.  W . Washington,  D.  C. 

CAREY  WINSTON,  Member,  Executive  Council 
739  15th  Street,  N.  W . Washington,  D.  C. 

CINCINNATI  CHAPTER 

CARL  L.  MAYER,  President 

1515  First  Natl.  Bk.  Bldg . Cincinnati,  Ohio 

ROBERT  J.  HULLER,  Vice  President 
617  Vine  Street . Cincinnati,  Ohio 

HARRY  J.  MOHLMAN,  Secretary 
612  Mercantile  Library  Building 

^  Cincinnati,  Ohio 

E.  J.  LEGG,  Treasurer 

601  Madison  Ave . Covington,  Ky. 
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TULSA  CHAPTER 

DAN  J.  DAVISSON,  President 

230  Beacon  Building . Tulsa,  Okla. 

W.  J.  BASHAW,  Vice  President 
229  Kennedy  Building . Tulsa,  Okla. 

BICHABD  H.  CHAUNCEY,  Secretary-Treasurer 
116  E.  Fifth  Street . Tulsa,  Okla. 

B.  B.  COLLINS,  Director 
224  E.  Fourth  Street . Tulsa,  Okla. 

BALPH  M.  DABNELL,  Director 

103  Beacon  Building . Tulsa,  Okla. 

ST.  LOUIS  CHAPTER 

BALPH  F.  D  'OENCH,  President 
3932  Lindell  Boulevard . St.  Louis,  Mo. 

WILLIAM  G.  DBOZDA,  Vice  President 
4006  Chouteau  Avenue . St.  Louis,  Mo. 

WILLIAM  F.  BAGGEBMAN,  Secretary-Treasurer 
5330  Delmar  Boulevard . St.  Louis,  Mo. 

NEBRASKA— IOWA  CHAPTER 

HIBAM  S.  MANVILLE,  President 
904  N.  40th  Street . Omaha,  Nebr. 

ALBEBT  J.  COVEBT,  Vice  President 
554  S.  25th  Avenue . Omaha,  Nebr. 

HELEN  E.  BENEDICT,  Secretary-Treasurer 
2024  N.  16th  Street . Omaha,  Nebr. 

ABTHUB  A.  ALLWINE,  Member,  Executive 
Council 

832  8.  24th  Street . Omaha,  Nebr. 

PAUL  E.  WEAVES,  Member,  Executive  Council 
550  Mynster  Street . Council  Bluffs,  Iowa 

MILWAUKEE  CHAPTER 

EBWIN  A.  HEN8CHEL,  President 
4347  W,  Fond  du  lac  Avenue ....  Milwaukee,  Wis. 

GENE  J.  HABTUNG,  Vice  President 


1802  W.  Center  Street . Milwaukee,  Wis. 

V.  L.  WHITE,  Secretary-Treasurer 
612  N.  Water  St . Milwaukee,  Wis. 

J.  A.  LIPPEBT,  Director 

611  N.  Broadway . Milwaukee,  Wis. 

E.  W.  LENTZ,  Director 

735  N.  Water  Street . Milwaukee,  Wis. 

DALLAS  CHAPTER 

J,  A.  BUBNEY,  President 

918  Irwin-Keasler  Building . Dallas,  Texas 

LAWBENCE  C.  GALLAWAY,  Vice  President 
207  Prather . Dallas,  Texas 

*  1948  officers  listed 


JOSEPH  R.  SMITH,  Secretary-Treasurer 
Cotton  Exchange  Building . Dallas,  Texas 

OTIS  M.  CASKEY,  Member,  Executive  Council 
1209  Main  Street . Dallas,  Texas 

MAX  PLOEGER,  JB.,  Member,  Executive  Council 
111  S.  Murphy  Street . Dallas,  Texas 

KANSAS  CITY  CHAPTER 

BAYMOND  K.  SHEBIFF,  President 

700  Victor  Building . Kansas  City,  Mo. 

LOWELL  G.  8IMONDS,  Vice  President 

409  Dwight  Building . Kansas  City,  Mo. 

MARVIN  C.  HOLMES,  Secretary-Treasurer 
City  Bond  &  Mtge.  Co . Kansas  City,  Mo. 

MARYLAND  CHAPTER 

GEORGE  M.  HAMPSON,  President 

1602  Munsey  Building . Baltimore,  Md. 

N.  STANLEY  BORTNER,  Vice  President 

912  Keyser  Building . Baltimore,  Md. 

WALLACE  H.  CAMPBELL,  Secretary-Treasurer 
4810  Roland  Avenue . Baltimore,  Md. 

COLORADO  CHAPTER 

FLOYD  8.  PADGETT,  President 

19  East  Pikes  Peak . Colorado  Springs,  Colo. 

BICHARD  DesJARDINS,  Vice  President 
Box  815 . Pueblo,  Colo. 

HAROLD  W.  INGRAHAM,  Secretary -Treasurer 
724  17th  Street . Denver,  Colo. 

SAN  DIEGO  CHAPTER 

EVAN  V.  JONES,  President 
521  B  Street . San  Diego,  Calif. 

JOHN  D.  THOMPSON,  JB.,  Vice  President 
1028  Second  Avenue . San  Diego,  Calif. 

LLOYD  BALDRIDGE,  Secretary -Treasurer 
1028  Second  Avenue . San  Diego,  Calif. 


•SOUTH  FLORIDA  CHAPTER 

CHARLES  A.  POST,  President 

151  N.  E.  3rd  Street . Miami,  Fla. 

A.  T.  BECKWITH,  Vice  President 
234  Biscaync  Blvd . Miami,  Fla. 

T,  W.  SLACK,  Secretary-Treasurer 
730  Ingraham  Building . Miami,  Fla. 
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DIVISION  ADVISORY  BOARDS 


DIVISION  OF  EDUCATION 

49  *Carey  Winston . Washington,  D.  C.t 

Chairman 

50  Warner  G.  Baird . Chicago,  Ill. 

51  S.  V.  Beach . Los  Angeles,  Calif. 

DIVISION  OF  PUBLICATIONS 

49  Hudson  Moore,  Jr . Denver,  Colo. 

Chairman 

51  Charles  H.  Bell . Houston,  Tex. 

50  H.  Walter  Graves . Philadelphia,  Pa. 


DIVISION  OF  RESEARCH 

50  E.  F.  Ireland . Cincinnati,  Ohio 

Chairman 

51  Stanley  W.  Arnheim . Pittsburgh,  Pa. 

49  Delbert  S.  Wenzlick . St.  Louis,  Mo. 

DIVISION  OF  STANDARDS  &  PUNNING 

51  Carl  A.  Mayer . Cincinnati,  Ohio 

Chairman 

49  A.  F.  Kerns . Memphis,  Tenn. 

50  Frank  C.  Owens . Atlanta,  Ga. 


COMMITTEES 


ACCREDITING  AND  ADMISSIONS  COMMITTEE 

49  Henry  G.  Beaumont . Los  Angeles,  Calif. 

Chairman 

50  Norbert  S.  Babin . San  Francisco,  Calif. 

50  Walter  L.  Blore . Lincoln,  Nebr. 

50  Alvin  B.  Cates . Atlanta,  Ga. 

50  Stewart  Crebs . Los  Angeles,  Calif. 

50  Aubrey  M.  Davis . San  Diego,  Calif. 

49  Arthur  Eckstein . New  York,  N.  Y. 

49  T.  G.  Grant . Tulsa,  Okla. 

50  J.  E.  Hollenbeck.  ..  .West  Palm  Beach,  Fla. 

51  Howard  W.  Humphries _ Washington,  D.  C. 

51  Frank  T.  Kino . Detroit,  Mich. 

49  J.  A.  Lippert . Milwaukee,  Wis. 

50  Edward  T.  Lyman . Baltimore,  Md. 

51  Louis  A.  Maoinn . St.  Louis,  Mo. 

50  Carl  A.  Mayer . Cincinnati,  Ohio 

50  George  B.  Morrison . Denver,  Colo. 

50  J.  Wallace  Paletou . New  Orleans,  La. 

50  Max  Ploeoer . Dallas,  Tex. 

51  Georoe  W.  Seiler,  Jr . East  Orange,  N.  J. 

50  B.  K.  Sheriff . Kansas  City,  Mo. 

49  Arthur  F.  Texter . Pittsburgh,  Pa. 

49  Charles  W.  Turner . Lynn,  Mass. 

50  Victor  Vine . Tacoma,  Wash. 

BY-UWS  AND  REGULATIONS  COMMITTEE 

50  Lewis  F.  Colbert . Washington,  D.  C. 

Chairman 

51  John  Cotton . San  Diego,  Calif. 

^9  Philip  M.  Bea . Los  Angeles,  Calif. 

CHAPTER  DELEGATES  COMMITTEE 

50  Bobert  T.  Highfield . Washington,  D.  C. 

Chairman 

50  Walter  L.  Blore . Lincoln,  Nebr. 

50  John  Cotton . San  Diego,  Calif. 

49  B.  B.  CoLUNS . Tulsa,  Okla. 

51  Stewart  L.  Crebs . Los  Angeles,  Calif. 

49  Claude  O.  Darby . Flint,  Mich. 

50  Georoe  M.  Hampson . Baltimore,  Md. 

50  Tom  Knowles . Denver,  Colo. 

50  Walter  Kostkr . Jersey  CSty,  N.  J. 

*  Date*  before  names  indicate  expiration  of  term, 
t  (Bee  pages  208  to  219,  “Roster  of  Members”  for 
addresses.) 


50  E.  J.  Lego . . . Covington,  Ky. 

50  J.  A.  Lippert . Milwaukee,  Wis. 

49  Louis  Maoinn . St.  Louis,  Mo. 

49  F.  Paul  Morgan . Boston,  Mass. 

50  Charles  A.  Post . Miami,  Fla. 

50  Boy  Sheriff . Kansas  City,  Mo. 

50  B.  V.  Works . Dallas,  Tex. 

ETHICS  AND  DISCIPLINE  COMMITTEE 

49  Kenneth  S.  Keyes . Miami,  Fla. 

Chairman 

51  Norbert  S.  Babin . San  Francisco,  Calif. 

50  Henry  G.  Beaumont _ Beverly  Hills,  Calif. 

EXECUTIVE  COMMITTEE 

49  D.  P.  Ducy . Pueblo,  Colo. 

Chairman 

49  Henry  G.  Beaumont . Los  Angeles,  Calif. 

49  Kendall  Cady . (^icago,  Ill. 

49  Ormonde  A.  Kieb . Newark,  N.  J. 

49  Durand  Taylor . New  York,  N.  Y. 

49  D.  8.  Wenzlick . St.  Louis,  Mo. 

MEETINGS  COMMITTEE 

49  Arthur  Eckstein . New  York,  N.  Y. 

Chairman 

49  Warner  G.  Baird . Chicago,  Ill. 

49  William  A.  P.  Watkins . Chicago,  Ill. 

MEMBERSHIP  COMMITTEE 

49  Ormonde  A.  Kieb . Newark,  N.  J. 

Chairman 

49  J.  Bussell  Doiron . Baton  Bouge,  La. 

49  Kenneth  Draper . Detroit,  Mich. 

49  Amos  G.  Hewitt . New  Haven,  Conn. 

49  J.  E.  Hollenbeck _ West  Palm  Beach,  Fla. 

49  Arthur  S.  Kirk . Des  Moines,  la. 

49  James  M.  Udall . Hollywood,  Calif. 

49  Victor  H.  Vine . Tacoma,  Wash. 

NOMINATING  COMMITTEE 

49  Kendall  Cady . Chicago,  Ill. 

Chairman 

49  Stewart  L.  Crebs . Los  Angeles,  Calif. 

49  J.  L.  Hearin . Tampa,  Fla. 

49  Ben  O.  Kirkpatrick . Tulsa,  Okla. 

49  Georoe  W.  Seiler,  Jr . East  Orange,  N.  J. 


Certified  Property  Managers 

Institute  of  Real  Estate  Management 


The  following  Individual  Members  of  The  Institute 
of  Beal  Estate  Management  are  certified  by  the  In¬ 
stitute  as  having  met  its  professional  standards  of 
competency,  integrity,  and  experience.  The  figures 
in  parentheses  following  the  names  indicate  the 
order  in  which  Certificates  were  issued.  This  roster 
is  complete  as  of  April  1,  1949. 


ALABAMA 

Birmingham 

Charles  E.  Binion  (662) . 12  N.  21st  St. 

Murray  Cahill  (426) _ Massey  Bldg.,  Lobby 

Robert  Jemison,  Jr.  (131) . 221  N.  21st  St. 

Louie  D.  Kemp  (813) . 1921  First  Ave.,  N. 

H.  Parker  Osment  (4981 . .  2026  Third  Ave.,  N. 
William  H.  Pitts  (606) . .  2026  Third  Ave.,  N. 

Mobile 

Clarkson  M.  Hamilton  (735) . 

62  N.  Conception  St. 

Julius  E.  Marx  (559) . 

624  Annex,  1st  Natl.  Bk.  Bldg. 

Frank  A.  Poggi  (694) . 60  St.  Michael  St. 

0ns  B.  Thames  (814) . 60  St.  Francis  St. 

ARIZONA 

Phoenix 

Walter  P.  Pocock  (769) . 1413  N,  Central 

ARKANSAS 

Little  Rock 

Warren  Baldwin  (736) . Exchange  Bldg. 

E.  Cornelius  Conner  (401) _ Exchange  Bldg. 

Jack  Farris  (815) . 518  Exchange  Bldg. 

Justin  Matthews,  Jr.  (737) . 

121-123  W.  Second  St. 
Charles  M.  Taylor  (280) . . .  .406  Louisiana  St. 
Jack  B.  Tucker  (1060) . 207  Louisiana  St. 

CALIFORNIA 

Bakersfield 

Charles  B.  Boss  (1016) . 1818  M.  St. 

Warde  D.  Watson  (1017)..  1707  Chester  Ave. 

Berkeley 

Maurice  O.  Bead  (1018).. 2101  Shattuck  Ave. 

Beverly  Hills 

Henry  O.  Beaumont  (269) . 8644  Wilshire 

George  W.  Mkins  (319)  . . .  .474  N.  Beverly  Dr. 

Leland  P.  Beeder  (427) _ 400  N.  Beverly  Dr. 

O.  D.  Robertson,  Jr.  (695) . . .  .Robertson  Bldg. 
Felix  T.  Thoeren  (1068)  . .  .8558  Wilshire  Blvd. 

Fresno 

Paul  Gregg  (909).. 618  T.  W.  Patterson  Bldg. 


Glendale 

William  W.  Abelmann  (457) . 

303  E.  Wilson 

Harbor  City 

George  H.  Getz  (738) . 26321  Ozone  Ave. 

Hollywood 

S.  V.  Beach  (262) . 6671  Sunset  Blvd. 

William  E.  Beach  (874) ...  .6671  Sunset  Blvd. 

Frank  Blount  (344) . 8020  Fountain  Ave. 

Ben  Hecht  (1019) . 6504  Selma  Ave. 

James  M.  Udall  (428) . 1680  N.  Vine  St. 

Long  Beach 

Harold  C.  Freeman  (430) . 

248  E.  Seventh  Street 
M.  G.  Wild  (816) . 143  E.  First  St. 

Los  Angeles 

Charles  E.  Atlass  (242) . 

1061  8.  Cloverdale  Ave. 

George  Carroll  Brush  (764) . 

1930  Wilshire  Blvd. 

F.  J.  Buckley  (263) . 5060  Wilshire  Blvd. 

Walter  H.  Carter  (875) . 606  S.  Hill  St. 

Stewart  L.  Crebs  (444) _ 124  8.  LaBrea  Ave. 

David  F.  Culver  (243) . 257  S.  Spring  St. 

William  G.  Dickinson  (429) . 

729  Bives-Strong  Bldg. 

Albert  Dippell  (1020) . 

107  N.  Larchmont  Blvd. 

P.  H.  Dyste  (1067) . 629  S.  Spring  St. 

Paul  W.  Elmquist  (363) . . .  .911,  607  8.  Hill  St. 

Clem  S.  Glass  (519) . 712  S.  Spring  St. 

R.  W.  Harper  (445) . 

T122  Commercial  Exchange  Bldg. 

Harold  E.  Huntsberger  (264) . 

2404  W.  Seventh  St. 
Frank  8.  Eadletz  (244) . . .  .1038  S.  Grand  Ave. 
Joseph  J.  Malone  (202).. 459  S.  Western  Ave. 

B.  O.  Miller  (40) . 606  S.  Hill  St. 

Louis  J.  Pfau,  Jr.  (321) . 

415  Pacific  Mutual  Bldg. 

Gid  J.  Pillow  (1021) . 756  S.  Broadway 

Valmah  T.  Price,  Jr.  (904).. 427  8.  Olive  St. 

Philip  M.  Rea  (245) _ 3723  Wilshire  Blvd. 

Roy  C.  Seely  (345).... 824  Pacific  Elec.  Bldg. 

John  L.  Spicer  (246) . 

Rm.  401,  6253  Hollywood  Blvd. 

Harold  M.  Stem  (364) . 602  Haas  Bldg. 

William  Walters  (247) . 3923  W.  Sixth  St. 

John  H.  Williams  (910) . 456  S.  Spring  St. 

North  Hollywood 

Henry  C.  Gerard  (663) . 

4664%  Lankershim  Blvd. 

Oakland 

Robert  W.  Begley  (416) .  .Bk.  of  Amer.  Bldg. 
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Norman  Ogilvie  (524) . 528-18th  St. 

Kenneth  Bichardson  (607) . 

6115  Ocean  View  Dr. 

Edward  A.  Bobej  (911) . 7518  E.  14th  St. 

A.  A.  Thiel  (1022) . 9774  Mountain  Blvd. 

Walter  E.  Young  (950) . 4122  Broadway 

Pasadena 

H.  L.  Gianetti  (664) . 403  E.  Green  St. 

Harry  P.  Hammond  (609) .  .44  N.  Garfield  Ave. 

Sacramento 

Beid  J.  McClatchy  (912) . 809  J  Street 

San  Diego 

Lloyd  Baldridge  (817) . P.  O.  Box  1150 

Cnrtia  Coleman  (971) . 

204  Bank  of  America  Bldg. 

John  Cotton  (818) . 524  B  St. 

O.  W.  Cotton  (323) . 524  B  St. 

Aubrey  M.  Davis  (855).... 311  Granger  Bldg. 

T.  C.  Devereaux  (972) . 

500  Bank  of  America  Bldg. 

Ewart  W.  Goodwin  (324) _ First  Nat.  Bldg. 

Evan  V.  Jones  (876) . 521  B  St. 

Julius  Kemmer  (819) . . .  .300  First  Natl.  Bldg. 
Humphrey  P.  Lane  (905). 4401  El  Cajon  Blvd. 

Bex  B.  Little  (1023) . 524  B  St. 

Fred  B.  Mitchell  (856) . 1405  6th  Avenue 

William  W.  Murray  (820) . 

300  First  Natl.  Bldg. 
John  D.  Thompson,  Jr.  (821).. P.  O.  Box  1150 


San  Francisco 

Norbert  S.  Babin  (417) . 423  Kearny  St. 

Byron  L.  Caldwell  (442) . 1  Powell  St. 

Manuel  K.  Hall  (913) . 50  Post  Office 

Lloyd  D.  Hanford  (964) . Ill  Sutter  St. 

Vincent  T.  Mead  (418) . 151  Sutter  St. 

Edward  H.  Molteni  (431) . 154  Sutter  St. 

Thomas  K.  Procter  (525) . 57  Sutter  St. 


San  Jose 

George  H.  McNulty  (857)..  1230  The  Alameda 
San  Rafael 

F.  Lloyd  Grand!  (598) . P.  O.  Box  417 

Van  Nuys 

Bichard  H.  Dunn,  Jr.  (1024) . 

6274  Van  Nuys  Blvd. 

Wilmington 

J.  B.  Chadwick  (560) . 307  Avalon  Blvd. 

COLORADO 

Colorado  Springs 

Frank  Cotten,  Jr.,  (610)..  127  E.  Pikes  Peak 
Floyd  S.  Padgett  (611) . 19  E.  Pikes  Peak 

Denver 

Eugene  W.  Ambrose  (1061)  . . .  .1712  Welton  St. 

Ernest  P.  DeMoulin  (419) . 

2372  S.  Downing  St. 
V.  J.  Dnnton  (612) . . .  .410  Midland  Sav.  Bldg. 
John  Evans,  Jr.  (914) ....  1624  Tremont  Place 


N.  Lee  Poster  (613) . 504  C.  of  C.  Bldg. 

Van  Holt  Garrett  (648) . 650  17th  St. 

E.  Sanford  Gregory  (365) . 724  17th  St. 

Henry  G.  Hay,  Jr.  (91) . 1712  Welton  St. 

Harold  W.  Ingraham  (552) . 724  17th  St. 


Thomas  B.  Knowles  (543) . 724  17th  St. 

Andrew  J.  Konersmann  (822)... 724  17th  St. 

William  F.  Kreutter  (765) . 

510  United  States  Natl.  Bk.  Bldg. 

Frank  L.  Lort  (762) . 1650  Broadway 

Hudson  Moore,  Jr.  (823). . .  .1624  Tremont  PI. 

Max  Moore  (789) . 1725  California  St. 

George  B.  Morrison  (60) . 1650  Broadway 

Bobert  A.  Morrison  (133)  ...  .1650  Broadway 

Kenneth  E.  Bichards  (915) . 650-17th  St. 

F.  H.  Tarbell  (824) . 724  17th  St. 

Arther  S.  Trace  (739) . 724  17th  St. 

Henry  C.  Van  Schaack  (665) _ 724  17th  St. 

Clarence  T.  Webb  (366).  .4820  East  19th  Ave. 

Walter  H.  Wendelin  (740) . 724  17th  St. 

Pueblo 

Bichard  J.  DesJardins  (614) . Box  815 

Thomas  J.  Downen  (615) . Box  1515 

D.  P.  Ducy  (134) . Box  815 

CONNECTICUT 

Bridgeport 

Balph  E.  Sprague  (41) . 171  State  St. 

Bristol 

Hilary  8.  Driscoll  (119) . 126  Main  St. 

Hartford 

Bobert  J.  Gaghan  (136) . 31  Pratt  St. 

Bichard  F.  Jones,  Jr.  (137) . 49  Pearl  St. 

Curtis  M.  Middlebrook  (204) ...  .18  Asylum  St. 

Thomas  J.  North  (766) . 49  Pearl  Street 

Charles  B.  Bice  (741) . 18  Asylum  St. 

Albert  M.  Borne  (205) . 11  Asylum  St. 

New  Hoven 

Amos  G.  Hewitt  (402) . 205  Church  St. 

James  D.  Kauffman  (206).... 152  Temple  St. 

South  Norwalk 

John  M.  Glover  (238) . 6  Webster  St. 

Stamford 

Richard  W.  Pitch,  Jr.  (403) _ P.  O.  Box  162 

Woterbury 

John  M.  Hutchinson  (138) . . .  .195  N.  Main  St. 
DELAWARE 

Wilmington 

Arnold  Goldsborongh  (562).... 9  E.  12th  St. 
Emmett  S.  Hickman  (211).. 203  W.  Ninth  St. 
Francis  W.  Jester  (1057) . 9  E.  12th  St. 

DISTRICT  OF  COLUMBIA 

Washington 

Bichard  L.  Boss  (599) . .  1321  Conn.  Ave.,  N.  W. 
J.  Wesley  Buchanan  (557).  .1732  K  St.,  N.  W. 
Wesley  E.  Buchanan  (825).  .1732  K  St.,  N.  W. 

George  M.  Carpenter  (616) . 

927  15th  Street,  N.  W. 

Lewie  F.  Colbert  (527) . 1931  K  St.,  N.  W. 

D.  Page  Cornwell  (826).. 739  15th  St.,  N.  W. 

James  Crane  (790) . 1614  K  Street,  N.  W. 

Baymond  D.  Evans  (564) . 

925  N.  T.  Ave.,  N.  W. 

Wimbext  M.  Gardiner  (1058) . 

1631  L  St.,  N.  W. 

William  N.  Grimes,  Jr.  (472) . 

15th  and  Pennsylvania  Aves. 
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Henri  P.  Henrj  (286) . 

1321  Conneetient  Ave.,  N.  W. 

Robert  T.  Highfield  (287) . 

1406  M  8t.,  N.  W. 
Howard  P.  Homphries  (326)  .808  N.  Capitol  8t. 

William  P.  Hatchinson  (1059) . 

1406  M  8t.,  N.  W. 

Frank  J.  Lnehs  (4) . 1505  H  8t.,  N.  W. 

Earl  M.  Mackintosh  (210). .Washington  Bldg. 

William  McAinsh,  Jr.  (916) . 

1200-15th  8t.,  N.  W. 

F.  Moran  MeConihe  (566) . 

1321  Conn.  Ave.,  N.  W. 

Henry  W.  Morgan,  Jr.  (567) . 

201  8outhem  Bldg. 
Edward  T.  Offutt,  Jr.  (327) .  .1505  H  8t.,  N.  W. 

Bossell  C.  Parsons  (917) . 

Washington  Building 

Herbert  M.  Pasewalk  (328) . 

303  Seventh  St.,  N.  W. 

Nathan  Poole  (277) . 1737  K  8t.,  N.  W. 

Boss  L.  Totten  (568) . 900  F  St.,  N.  W. 

J.  A.  Weinberg,  Jr.  (961) .  .1707  H  St.,  N.  W. 

Carey  Winston  (569) . 739  15th  St.,  N.  W. 

Tighe  E.  Woods  (281)  Office  of  Housing 
Expediter . 18th  and  Constitution 

FLORIDA 

Fort  Lauderdale 

Edwin  L.  Flint  (1025).  .918  E.  Las  Olas  Blvd. 

Carl  O.  Harding  (1026) . 

333  E.  Las  Olas  Blvd. 

Jacksonville 

Richard  D.  Barker  (528)..  113  E.  Forsyth  St. 
Edward  Dwelle,  Jr.  (448).  .113  E.  Forsyth  St. 

Norman  C.  Edwards  (870) . 

1814  Hendricks  Ave. 

Mai  Haughton,  Jr.  (141) . 108  W.  Bay  St. 

Oeorge  B.  Mason,  Jr.  (239)... P.  O.  Box  4637 

Jacksonville  Beach 

Norman  A.  Minchew  (877) . P.  O.  Box  903 

Miomi 

A.  T.  Beckwith  (827) . 234  Biscayne  Blvd. 

William  8.  Brenza  (1027) . 

234  Biscayne  Blvd. 
Herbert  Eayrs  (1028) ...  .234  Biscayne  Blvd. 
William  O.  Heck,  Jr.  (828)  .234  Biscayne  Blvd. 

Kenneth  8.  Keyes  (5) . 234  Biscayne  Blvd. 

Charles  A.  Post  (742) . 151  N.  E.  3rd  St. 

Theodore  W.  Slack  (696).. 730  Ingraham  Bldg. 

H.  H.  Trice  (800) . 144  N.  E.  2nd  Ave. 

Arthur  E.  Wise  (1029) . . .  .234  Biscayne  Blvd. 

Mianii  Beach 

S.  Z.  Bennett  (995) . 235  Lincoln  Bd. 

George  J.  Bertman  (1030).. 420  Lincoln  Road 

David  B.  Isen  (830) . 420  Lincoln  Rd. 

E.  Q.  Rodgers  (1031).. 514  Washington  Ave. 

Mark  A.  Smith  (1032) . 1654  Lenox  Ave. 

Charles  Toyen  (510) . 420  Lincoln  Road 

Orlando 

Prank  S.  Crebs  ^878) . 507  Metcalf  Bldg. 

8.  M.  Hensley  (506) ...  .15  W.  Washington  St. 
Loren  H.  Ward  (1033)..  128  N.  Orange  Ave. 


Panama  City 

U.  J.  W.  Peters,  Jr.  (1015) _ P.  O.  Box  1244 

Passagrille  Beach 

George  C.  Boughgarden  (831) . 

2506  Passagrille  Way 

St.  Petersburg 

Weyman  Willingham  (329) . 

409  Florida  Power  Bldg. 

Tampa 

Carlton  C.  Cone  (248)  . . .  .442  W.  Lafayette  St. 

Julian  W.  Cooper  (61) . Box  29 

Jay  L.  Hearin  (6) . Box  2048 

M.  H.  Mabry  (93) . Box  1320 

L.  P.  Pallardy  (558) . Box  1952 

Henry  E.  Smoak  (832) . 512  E.  Lafayette 

West  Palm  Beoch 

Oliver  B.  Carr,  Sr.  (1034).  .405  S.  Olive  Ave. 

J.  E.  Hollenbeck  (94) . 108  8.  Olive  Ave. 

L.  M.  Studstill  (144) . 108  8.  Olive  Ave. 


GEORGIA 

Atlanta 

Alvin  B.  Cates  (697) . 201  Hurt  Bldg. 

E.  M.  Chapman,  Sr.  (968) . 

71  Forsyth  St.,  N.  W. 

John  F.  Clegg  (433) . P.  O.  Box  1707 

H.  W.  DiCristina  (833) . P.  O.  Box  2090 

Morris  M.  Ewing  (271) .  .65  Forsyth  St.,  N.  W. 

W.  J.  Hogan,  Jr.  (145) . 

141  Carnegie  Way,  N.  W. 
Paul  C.  Maddox  (272).... 506  Standard  Bldg. 
W.  R.  Otis  (908).. 820  Rhodes-Haverty  Bldg. 

Prank  C.  Owens  (7) . 521  Grant  Bldg. 

Wister  A.  Sharp  (919) . 

39-41  Forsyth  St.,  N.  W. 
G.  M.  Stout  (920).. 39-41  Forsyth  St.,  N.  W. 

Boyd  F.  White  (834) . 521  Grant  Bldg. 

Ward  Wight  (146) . 202  Healey  Bldg. 

Augusta 

Adrian  B.  Sherman  (62) . 133  Eighth  St. 

Macon 

William  G.  Hardeman  (449). 563  Mulberry  St. 

Thad  E.  Murphey  (570) . 470  Cherry  St. 

Thomas  E.  Turner,  Jr.  (879). 564  Mulberry  St. 

Savannah 

Henry  Lee  Brown  (801) . 14  Bryan  St.,  E. 

Robt.  P.  Constantine  (651) ...  .22  E.  Bryan  St. 

Robert  J.  Dotson  (768) . 

Cor.  Bryan  &  Whitaker 

Thomas  C.  Helmly  (698) . 7  Bull  St. 

Samuel  Hornstein  (767) . 8  West  State  St. 

William  F.  Lynes,  Jr.  (652)  ...  .31  Drayton  St. 


Aurora 


ILLINOIS 


Herman  C.  Offutt  (699) 


15  Island  Ave. 


Carbondale 

I.  W.  Dill  (89) . 217  W.  Main  St. 

Chicago 

Abram  L.  Alcorn  (330) ...  .16  N.  Dearborn  St. 

WUlard  B.  Allen  (996) . 6945  N.  Clark  St. 

Warner  Q.  Baird  (836).. 215  N.  Dearborn  St. 
Robert  B.  Bell  (858).. 4046  N.  Keystone  Ave. 

John  C.  Bowers  (147) . 4628  Broadway 

Kendall  Cady  (126) . 38  S.  Dearborn  St. 
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J.  Beidler  Camp  (1035) . 139  N.  Clark  St. 

James  J.  Carroll  (148) . 1355  £.  53rd  St. 

William  A.  Crcmin  (951) ...  .33  N.  LaSalle  St. 

Martin  A.  Culhane  (743) . 4545  Broadway 

James  C.  Downs,  Jr.  (1)..38  S.  Dearborn  St. 
John  McMullen  Ducey  (367).. 1313  E.  60th  St. 

Charles  William  Ehrat  (77) . 

3180  Sheridan  Bd. 
William  Everett  (837).  .919  N.  Michigan  Ave. 
Erwin  C.  Feurer  (969) .  7465  S.  Vincennes  Ave. 
Tom  Fleming  (838).... 919  N.  Michigan  Ave. 
James  E.  Gallagher,  Jr.  (285) .  .461  E.  111th  St. 
Beginald  A.  Green  (997)  . . .  .100  W.  Monroe  St. 

John  H.  Bagerty  (90) . 157  E.  Erie  St. 

Marley  Halvorsen  (973)....  134  S.  LaSalle  St. 
John  T.  Hilborn  (974) .  .309  W.  Jackson  Blvd. 

F.  Walter  Holly  (998) . 2262  Devon  Ave. 

Henry  T.  Holsman  (78) . 1501  E.  57th  St. 

George  W.  Eemp,  Jr.  (805)..  1172  E.  63rd  St. 

Ferd  Eramer  (212) . 16  N.  Dearborn  St. 

Fred  M.  Lorish  (8) . 1355  E.  53rd  St. 

Jerome  A.  Martin  (952)  .2000  Lincoln  Park  W. 

Thomas  B.  McMartin  (975) . 

1807  Lincon  Park  W. 
Donald  F.  Moore  (880) ....  7748  Ashland  Ave. 
Albert  B.  Mulleniz  (976)  ...  .2913  Devon  Ave. 

Bichard  Lawrence  Nelson  (404) . 

38  S.  Dearborn  St. 
Budolph  G.  Ohlson  (977).. 38  S.  Dearborn  St. 

Cyrus  A.  Parker  (978) . 341  E.  47th  St. 

John  S.  Pemberton  (881).. 3180  Sheridan  Bd. 
Philip  Planalp  (1000) ...  .110  S.  Dearborn  St. 
Leslie  M.  Price  (921).  .6826  Stony  Island  Ave. 

Leslie  M.  Price,  Jr.  (1036) . 

6826  Stony  Island  Ave. 
Frank  G.  Beynolds  (405) .  .500  N.  Dearborn  St. 
Harold  J.  Bieger  (859).. 500  N.  Dearborn  St. 

Bert  V.  Bobins  (617) . Gordon  Strong  Co., 

209  S.  State  St. 
Laurence  S.  Both  (979).... 7  S.  Dearborn  St. 

Max  A.  Bush  (980) . 5708  N.  Bidge  Ave. 

Balph  J.  Silverwood  (700).  .1505  East  67th  St. 
Percy  E.  Wagner  (348).. 6236  Cottage  Grove 

William  A.  P.  Watkins  (1037) . 

134  N.  LaSalle  St. 
Jerome  A.  Weitzel  (882).. 411  Blackhawk  St. 
Charles  J.  Whalen  (981)  .2054  Lincoln  Park  W. 

Milton  M.  Worsek  (953) . 

4007  W.  Lawrence  Ave. 

Evanston 

William  O.  Campbell  (415). . .  .12  Milburn  Pk. 
Frank  B.  Foster  (1062) . . .  .1571  Sherman  Ave. 

Archibald  G.  Jennings  (860) . 

1571  Sherman  Ave. 

Oak  Park 

Whitney  W.  Bowers  (406)..  1043  South  Blvd. 

David  D.  Decker  (349) . 1119  Pleasant  St. 

Sanborn  O.  Houser  (350) _ 1026  North  Blvd. 

Carl  B.  Backow  (954) _ 834  S.  Oak  Park  Ave. 

Thomas  A.  Sumner  (840)...  1107  Chicago  Ave. 
Park  Ridge 

John  L.  Hall  (839) . 403  Cedar  St. 

Peoria 

Martin  T.  Butler  (871)....  101  8.  Adams  St. 
William  W.  Elsesser  (791). 308  Lehmann  Bldg. 
David  L.  Keith  (861) ..  .First  Natl.  Bk.  Bldg. 


Rockford 

Donald  C.  Cornelius  (955)  .Blackhawk  Building 
Loren  L.  Whitehead  (982).. 504  Talcott  Bldg. 
Waukegan 

Alexander  A.  Lindskog  (983) . 

221  Washington  St. 

INDIANA 

Anderson 

A.  L.  McKee  (701) . 

1605  Euclid  Dr.,  Elmhurst 

Gary 

H.  Charles  Hallfrisch  (1038).. 673  Broadway 
Kenneth  A.  Parmelee  (862) . . .  .569  Broadway 

Indianapolis 

Berkley  W.  Duck,  Jr.  (841).  .251  N.  Delaware 
South  Bend 

George  B.  Jones  (842) .  .230  W.  Jefferson  Blvd. 
Marlin  Miller  (369) . 1101  Bellevue 

B.  Park  Wickizer  (572)  .230  W.  Jefferson  Blvd. 

IOWA 

Council  Bluffs 

Bruce  P.  Baker  (667) . 21  8.  6th  St. 

John  B.  Wadsworth  (668) . 136  S.  Main 

Paul  E.  Weaver  (669) . 550  Mynster 

Des  Moines 

Balph  L.  Jester  (313) . 209  Fleming  Bldg. 

Arthur  S.  Kirk  (129) . 507  9th  St. 

KANSAS 

Dodge  City 

L.  F.  Meyers  (618) . 503  First  Avenue 

Hays 

A.  F.  Bieker  (619) . 709  Main  St. 

Ness  City 

Vyrl  W.  Levan  (620) . P.  O.  Box  55 

Topeka 

Howard  Lyngar  (702) _ New  England  Bldg. 

David  Neiswanger  (124).... New  Eng.  Bldg. 

Wichita 

Hobart  C.  Brady  (370) ...  .1002  Bitting  Bldg. 

Melvin  M.  Williams  (288) . 

Wheeler  Kelly  Hagny  Bldg. 

KENTUCKY 

Covington 

E.  J.  Legg  (573) . 515%  Madison  Ave. 

Louisville 

Harry  W.  Goodman  (10) . 

601  Louisville  Tr.  Bldg. 

LOUISIANA 

Baton  Rouge 

J.  Bussell  Doiron  (600) . Box  218 

New  Orleans 

Georgo  Danziger  (883) . 822  Union  St. 

Edw^d  J.  Deano  (1039) ...  .806  Perdido  St. 
Stanley  M.  Lemarie  (734).. 829  Union  Street 
J.  Wallace  Paleton  (371) . 310  Carondelet 
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W.  J.  VUlamibia  (691) . 812  Perdido  St. 

P.  Poehe  Waguespack  (884).. 812  Perdido  St. 

MARYLAND 

Baltimore 

N.  Stanley  Bortner  (807).. 912  Keyser  Bldg. 
Wallace  H.  Campbell  (807) .  .4810  Boland  Ave. 
Norman  P.  Gorsnch  (10011 .  .4810  Boland  Ave. 

George  M.  Hampson  (79) . 

1602  Mnnsey  Bldg. 

Charles  H.  Hurley  (289) _ 4810  Boland  Ave. 

Edward  P.  Lyman  (511) - 800  Cathedral  St. 

William  J.  Martin  (473) . 

100  W.  Uni.  Parkway 

Hunter  Moss  (1040) . 345  St.  Paul  Place 

John  McC.  Mowbray  (922).  .4810  Boland  Ave. 
Peyton  B.  Strobel  (372).. 2206  N.  Charles  St. 
E.  Bandolph  Wootton  (808) .  .701  Cathedral  St. 

MASSACHUSETTS 

Boston 

James  H.  Alphen  (529) . 31  State  St. 

Watson  G.  Cutter  (95) . 84  State  St. 

William  H.  Dolben,  Jr.  (984) . 

161  Devonshire  St. 

BasU  Gavin  (450) . 8  Newbury  St. 

Balph  T.  Horn  (575) . 79  MUk  St. 

Carleton  Hunneman  (362).... 5  Arlington  St. 

P.  Paul  Morgan  (250) . 45  Milk  St. 

Carl  B.  Nordblom  (1041) _ 50  Congress  St. 

Bobert  C.  Nordblom  (12) . 50  Congress  St. 

William  Pease  O’Brien  (458) . 10  State  St. 

Lorin  D.  Paine  (213) . 31  State  St. 

James  Mason  Bothwell  (98) . 

107  Massachusetts  Ave. 

Joseph  C.  Skinner  (574) . 15  Congress  St. 

Prank  B.  Sylvester  (704) - 60  Congress  St. 

Prederick  Wayland  (531) . 

1970  Commonwealth  Ave. 

Brighton 

James  M.  Bowler  (705) . 

1568  Commonwealth  Ave. 

Henry  G.  Kiggen  (530) . 

1568  Commonwealth  Ave. 

Harold  L.  Niles  (500) . 

1568  Commonwealth  Ave. 

Brookline 

William  H.  Dyer  (71) . 1318  Beacon  St. 

Clifford  V.  mller  (13) . 1394  Beacon  St. 

Benjamin  A.  Bichardson  (100) . 

1394  Beacon  St. 
Abraham  M.  Sonnabend  (508). 330  Harvard  St. 

Cambridge 

Leslie  C.  Bead  (653) . 18  Brattle  St. 

E.  Burbank  Saul  (763). 689  Massachusetts  Ave. 
Edward  S.  Stimpson  (532)....  185  Albany  St. 

Lexington 

Donald  D.  Hathaway  (291) . 84  Shade  St. 

Lynn 

Charles  W.  Turner  (14) . 56  Central  Ave. 

Mansfield 

Prancis  Lincoln  Boswell  (290).. 41  Benedt  St. 
Somerville 

Harry  A.  Gilbert  (15) . 385  Broadway 

Edward  G.  Pyne  (654) . 385  Broadway 


Springfield 

Henry  M.  Clark  (101) . 100  Broadway 


MICHIGAN 

Battle  Creek 

Charles  V.  Perrett  (885). 46  E.  Michigan  Ave. 
Detroit 

Howard  Bliss  (292) . 600  Dime  Bldg. 

Lee  Builta  (923) . 300  Lafayette  Bldg. 

Issac  Jacob  Cohen  (150) . 

3711  Woodward  Ave. 

Prank  A.  DeBoos  (621) . 1015  Pord  Bldg. 

John  A.  Dodds  (16) ...  .Suite  518,  Buhl  Bldg. 

Kenneth  Draper  (706) . 530  Shelby  St. 

E.  L.  Ecclestone  (1042) .  .14801  E.  Jefferston 

Thomas  J.  Pitxgerald  (314) _ 530  Shelby  St. 

Walter  Guibord  (670) . 3600  Book  Tower 

William  C.  Haines  (293).  14629  Grandmont  Bd. 
Lewis  H.  Haskins  (152) ...  .1009  Pord  Bldg. 
Jerry  C.  Hayes  (707).... 520  Hammond  Bldg. 
Bichard  S.  Hickey  (863).  .211  W.  Congress  St. 

H.  P.  Holmes  (63) . 416  Hammond  Bldg. 

Donald  D.  James  (215).. 700  Penobscot  Bldg. 
James  G.  Johnston  (153).  .1333  Majestic  Bldg. 

Frank  T.  King  (154) - 1100  Majestic  Bldg. 

William  G.  Kirby  (708) . 3456  E.  Jefferson 

Harvey  M.  Milford  (1063)  .2631  Woodward  Ave. 

S.  Pred  Pack  (709) . 1432  Dime  Bldg. 

Norman  0.  Scudder  (459) . 

1780  Penobscot  Bldg. 

Lee  K.  Silloway  (18) _ 8th  Floor,  Buhl  Bldg. 

John  S.  Spencer  (155) . . .  .416  Hammond  Bldg. 

William  Wright  Tanney  (711) . 

614  Hammond  Bldg. 

Clarence  W.  Treadwell  (576) . 

1002  Lafayette  Bldg. 

Bobert  W.  Treadwell  (407) . 

1002  Lafayette  Bldg. 
B.  Bliss  Wolfe  (623) . Lafayette  Building 

E.  Lansing 

Albert  L.  Ehinger  (577).  .124  W.  Grand  Biver 


Flint  — 

Claude  O.  Darby  (373)  .301-5  P.  P.  Smith  Bldg. 
George  C.  Kellar  (261).... 304  Sherman  Bldg. 

Mark  H.  Piper,  Jr.  (659) . 

602  P.  P.  Smith  Bldg. 

Grand  Rapids 

Silas  P.  Albert  (156) . 500  Keeler  Bldg. 

Bobert  J.  Ogden  (501) . 

906  Peoples  Natl.  Bank  Bldg. 


Loosing 

Emil  E.  Gallas  (771) . P.  O.  Box  1408 

Edward  G.  Hacker  (19) . 

221%  W.  Washtenaw  St. 
Bussell  P.  Phillips  (398).. 520  S.  Washington 

William  Joseph  Porter,  Jr.  (157) . 

904  Prudden  Bldg. 

Arnold  J.  Sprayman  (1043) _ Hacker  Bldg. 

C.  Bowland  Stebbins  (20) . 

124  N.  Washington  Ave. 


Muskegon 

Harvey  I.  Nedeau  (294) .  .Jefferson  at  Webster 
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Pontiac 

Kenneth  G.  Hempstead  (864)  .  102  £.  Huron  St. 
Floyd  Kent  (502) . 24  West  Lawrence  St. 

MINNESOTA 

Duluth 

Bert  L.  Struble  (671) . 230  W.  Superior 

Minneapolis 

Fred  L.  Chapman  (208).. 519  Marquette  Ave. 
Maurice  Engler  (672).... 400  First  Ave.,  N. 
Edward  W.  Kellogg  (592). 519  Marquette  Ave. 

E.  B.  Price  (64) . 612  Second  Ave.,  S. 

James  B.  Thorpe  (65) . . .  .519  Marquette  Ave. 
John  B.  Welch  (924) . 2415  Third  Ave.  S. 

MISSISSIPPI 

Jackson 

Leon  T.  Bogers  (21) . Box  486 

Swep  S.  Taylor  (792) . 

201  Deposit  Guaranty  Bk.  Bldg. 


MISSOURI 


Joplin 

Charles  E.  Byrd  (712). 214 West  Fourth  St. 


Kansas  City 

George  F.  Akright  (675) . Victor  Bldg. 

Byron  G.  Bliss  (351) . 921-23  Walnut  St. 

•  George  M.  Bliss  (103) . 921  Walnut  St. 

Harold  W.  Brown  (692).... 200  Victor  Bldg. 
William  J.  Campbell  (744).. 300  Bryant  Bldg. 

John  F.  Campion  (713) . 2  East  39th  St. 

David  B.  Childs  (352) . 509  Victor  Bldg. 

Charles  F.  Curry  (158). . .  .921  Baltimore  Ave. 
Marvin  C.  Holmes  (843)  . . .  .10th  &  Grand  Ave. 

Lewis  Kitchen  (714) . 928  Grand  Ave. 

J.  Ward  McPherson  (578).. Land  Bank  Bldg. 
W.  Herbert  Myers  (886). .. .1004  Grand  Ave. 
Arnold  Norman  (461).... 909  Baltimore  Ave. 

Carl  Bagsdale  (542) . 200  Temple  Bldg. 

Carl  B.  Bechner  (295) . 1002  Walnut  St. 

Baymond  K.  Sheriff  (509).. 700  Victor  Bldg. 

Lowell  Goodman  Simonds  (251) . 

800  Victor  Bldg. 
William  B.  Stanley  (375) ...  .1002  Walnut  St. 
Earl  K.  Townsdin  (624). . .  .212-14  E.  10th  St. 

Frank  L.  Woodward  (660) . 

114  W.  10th  St.  Bldg. 

St.  Joseph 

William  C.  Barrow  (625).. 816  Frederick  Ave. 
Howard  B.  Sisson  (716) . 708  Francis  St. 

St.  Louis 

William  F.  Baggerman  (315) . 

5330  Delmar  Blvd. 

H.  L.  Comet,  Jr.  (296) . 719  Chestnut  St. 

Balph  F.  D'Oench  (252).. 3932  Lindell  Blvd. 

William  G.  Drozda  (1044) . 

4006  Chouteau  Ave. 

Carol  V.  Laux  (463) . 4658  Gravois  Blvd. 

Louis  Maginn  (22).. Bm.  1118,  721  Olive  St. 

F.  B.  Martin  (745) . 224  N.  4th  St. 

Elliott  S.  Miller  (23) . 317  N.  11th  St. 

E.  W.  Salisbury  (368). Bm.  1118,  721  Olive  St. 
Balph  Stevener  (673) ...  .3658  W.  Pine  Blvd. 


Clarence  M.  Turley  (693) . 

1321  Ambassador  Bldg. 
Theodore  J.  Weber  (844)... 6401  Manchester 
Delbert  8.  Wenzlick  (120). 3658  W.  Pine  Blvd. 

NEBRASKA 

Hastings 

LaMoine  Hillers  (717) . . .  .231  N.  Lincoln  Ave. 
W.  A.  Knicely  (770) . . .  .124  N.  Hastings  Ave. 

Lincoln 

Walter  L.  Blore  (674) . 613  Sharp  Bldg. 

McCook 

Lyle  A.  Wiedman  (627) . 501  E.  First  St. 

Omaha 

Arthur  A.  Allwine  (718) . 832  8.  24th 

Helen  E.  Benedict  (747). ..  .2024  N.  16th  St. 

E.  B.  Clayton  (677) _ 1001  City  NatL  Bank 

Albert  J.  Covert  (719) . 554  S.  25th  Ave. 

Harlan  G.  Easton  (628).. 527  Securities  Bldg. 

Victor  C.  Graham  (678) . 1701  Harney  St. 

Harold  J.  Grove  (679) . 208  S.  18th  St. 

William  B.  Hargleroad,  m  (464) . 

Boom  706,  1904  Faraam  St. 

Theodore  H.  Maenner  (579) . 

808  City  Natl.  Bk.  Bldg. 

Hiram  S.  Manville  (720) . 904  N.  40th  St. 

Harold  C.  Payne  (721) . 226  Barker  Bldg. 

Lloyd  M.  Peterson  (680) . 

500  First  Natl.  Bk.  Bldg. 

Lilyan  A.  Bichards  (722) . 

808  City  Naa  Bk.  Bldg. 

Bobert  W.  York  (655) . 

500  First  Natl.  Bank  Bldg. 

NEVADA 

Las  Vegas 

Paul  O.  Drury  (139) . P.  O.  Box  1028 

NEW  JERSEY 

Asbury  Pork 

Theodore  F.  Appleby  (42) . 

Main  St.  &  Mattison  Ave. 

Atlantic  City 

Budolph  J.  Bushell  (219) . 

245  S.  Vermont  Ave. 

Bernard  F.  Dever  (159) . 

8.  E.  Cor.  California  &  Atlantic  Aves. 

Joseph  D.  Farrington  (160) . 

21  S.  Tennessee  Ave. 
Edward  D.  Gottlieb  (121).  .1516  Atlantic  Ave. 

Byron  Jenkins  (32) . 

4803  Atlantic  Ave.,  Ventnor 
Bussell  C.  Boney  (72)....  1421  Atlantic  Ave. 
Basking  Ridge 

Thomas  F.  Maher,  Jr.  (355) . 

State  Highway  32 

Bayonne 

Harold  G.  Tucker  (887) . 726  Broadway 

Brooklawn 

Leon  M.  Clair  (162) .  .Broadway  ft  Chestnut  St. 
Camden 

John  H.  Abrams  (772) . 540  Cooper  St. 

Alexander  Cooper  (163) . 700  Federal  St. 
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Ellis  Goodman  (164) . 515  Market  St. 

J.  William  Markeim  (43) . 540  Cooper  St. 

Charles  B.  Myers,  2nd  (24) .  .12  N.  Seventh  St. 

C.  Armel  Nntter  (74) . 509  Cooper  St. 

Harold  P.  Nutter  (166) . 509  Cooper  St. 

Abraham  J.  Bosenfeld  (168) . .  709  Market  St. 
Boy  B.  Stewart  (253) . 142  N.  Broadway 

Dover 

Sidney  M.  Schwarz  (1002)... 28  N.  Sussex  St. 
East  Orange 

Henry  M.  Lesher  (25) . 58  N.  Grove  St. 

Martin  Beed,  Jr.  (845) . 614  Central  Ave. 

George  W.  Seiler,  Jr.  (106) .  .23  S.  Harrison  St. 
Harry  A.  Taylor  (2) . 23  S.  Harrison  St. 

Elizabeth 

Prank  J.  Brown  (73) . 160  Elmora  Ave. 

J.  Carroll  Dolan  (629) . 250  N.  Broad  St. 

John  D.  Ghimper  (873).... 261  N.  Broad  St. 
Edward  W.  Hague  (1045).. 277  N.  Broad  St. 
Frederick  ^  Hoffmann  (595) .  .1  Union  Square 
Bertram  B.  Miller  (80) . 261  N.  Broad  St. 

C.  S.  Stallard  (353) . 280  N.  Broad  St. 

Max  Tieger  (122) . 215  Broad  St. 

A.  W.  Van  Horn  (580) . 250  N.  Broad  St. 

Harvey  B.  Wesman  (1003)..  108  W.  Jersey  St. 

Englewood 

W.  Geronld  Clark,  Jr.  (970) ...  .67  Dean  Street 
George  B.  Feasler  (254) . 98  Grand  Ave. 

Hackensack 

Vincent  A.  Buono  (1004) . 53  Main  St. 

Hillside 

Louis  J.  Hess  (682) . 150  Hillside  Ave. 

Hoboken 

Clinton  B.  Snyder  (485) . 61  Newark  St. 

Irvington 

John  M.  CuUerton  (630). 1207  Springfield  Ave. 

Jersey  City 

Edward  F.  Carbin  (169) _ 879  Bergen  Ave. 

Walter  Eoster  (389).. 2325  Hudson  Boulevard 

William  F.  M<ty  (395) . 32  Journal  Square 

Harry  V.  Moser  (333) . 850  Bergen  Ave. 

Norman  Ostrow  (486) . 880  Bergen  Ave. 

Ben  Schlossberg  (267) . 896  Bergen  Ave. 

Murray  B.  Siegel  (170) . 32  Journal  Sq. 

D.  E.  G.  Somers  (128) . 700  Bergen  Ave. 

Charles  B.  Swenson  (1069)  . . .  .283  Central  Ave. 
Anna  S.  Wolf  (487) . 245  Jackson  Ave. 

Kearny 

Isidor  Mintz  (535) . 508  Kearney  Ave. 

Maplewood 

J.  Lewis  Fiacre  (334)..  1874  Springfield  Ave. 
Lionel  C.  Hartford  (491) . 71  Oakland  Bd. 

Montclair 

Thomas  G.  Bobinson  (494) . 

26  Lackawanna  Plaza 

George  H.  Stanton  (436) . 16  Church  St. 

Sydney  M.  Valentine  (488) . 16  Church  St. 

John  Toung,  Jr.  (489) . . .  .406  Bloomfield  Ave. 


Newark 

Joseph  M.  Bass  (1046) . 26  13th  Ave. 

Sidney  G.  Bed  worth  (354)...  24  Branford  PI. 

Seely  Cade  (46) . 744  Broad  St. 

Harry  Goddin^on  (391) _ 50  Commerce  St. 

Thomas  E.  CoUeton  (581) _ 515  Clinton  Ave. 

David  Cronheim  (45) . 39  Branford  PI. 

Sargent  Damper  (297) . 744  Broad  St. 

Harry  D.  Epstein  (865) _ 24  Branford  Place 

James  J.  Fitzsimmons  (298) . . .  .51  Clinton  St. 

Walter  J.  Gill  (582) . 1180  Baymond  Blvd. 

Herbert  E.  Goldberg  (475) . 60  Park  PI. 

John  E.  Harris  (1005) . 189  Market  St. 

Jacob  Hirschhorn  (1006) . 790  Broad  St. 

W.  Edson  Huegel  (492) . 17  Academy  St. 

Ormonde  A.  Eieb  (300) . 18  Beaver  St. 

Sanford  Erasner  (493) . 60  Park  PI. 

Frank  B.  Maring  (1007) . 18  Beaver  St. 

Edward  B.  McCaffrey  (125) _ 605  Broad  St. 

Herbert  O.  Metzger  (793) . 786  Broad  St. 

Louis  J.  Nass  (301) . 58  Park  PI. 

Arthur  G.  Pulis,  Jr.  (749) _ 509  Orange  St. 

Albert  C.  Bachlin  (521) . 17  Academy  St. 

Joel  L.  Schlesinger  (335) . 31  Clinton  St. 

Milton  Stem  (495) . 744  Broad  St. 

Harry  J.  Stevens  (81) . 478  Central  Ave. 

Leslie  Stevens  (683) . 786  Broad  St. 

Joel  J.  Weber  (1008) . 31  Central  Ave. 

George  N.  Weiman  (302) . 60  Park  PI. 

Martin  Witzburg  (1009) . 671  Broad  St. 


Newton 

Adolphus  Newman  Lockwood  (172) . 

17  Main  St. 

Paterson 

Henry  N.  Stam  (985) . 5  Colt  St. 

Samuel  P.  Vought  (123) . 7-13  Smith  St. 

Pennsauken 

Harry  A.  Willson  (28) . 2123  Browning  Ed. 

Plainfield 

Albert  E.  Walker  (393) . 201  Park  Ave. 

Adelbert  Ai.Whitford  (986) _ 705  Park  Ave. 

P''nceton 

Edmund  D.  Cook  (173) . 190  Nassau  St. 

Ridgewood 

S.  William  Walstrnm  (174) . 

201  E.  Bidgewood  Ave. 

Roselle  Park 

John  M.  Neustaedter  (1010) . 

19  E.  Westfield  Ave. 

Rutherford 

Ellwood  S.  New  (421) . 6  Ames  Ave. 

Arthur  D.  Van  Winkle  (1011) . 

2  Station  Square 

Short  Hills 

Hawley  Jaquith  (390) . Canoe  Brook  Bd. 

S.  Orange 

Frederic  L.  Wolf,  Jr.  (583).... . 

7  South  Orange  Ave. 

Summit 

Elmer  G.  Houston  (684) . 12  Maple  St. 
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Teaneck 

Arthur  R.  Storm  (1012) . 647  Cedar  Lane 

Alexander  Summer  (47).. 791  Queen  Ann  Bd. 

Trenton 

Alfred  J.  Bernstein  (596) . 

Broad  St.  Bank  Bldg. 
Vincent  P.  Bradley  (1013).  145  E.  Hanover  St. 

H.  S.  Kline  (176) . 154  W.  State  St. 

Morton  S.  Kline  (1014) . 154  W.  State  St. 

Union 

Leonard  J.  Zehnbaner  (48) . 

998  Stuyvesant  Ave. 

Westwood 

Walter  E.  Hudson  (317) . . .  .25  Westwood  Ave. 


Clifton  F.  Trimble  (497) . 284  Third  Ave. 

NEW  YORK 

Buffalo 

Harold  E.  Barker  (631) . 47  W.  Huron  St. 

Joseph  W.  Becker  (536)....  19  S.  Division  St. 

George  Boos  (1047) . 66  Niagara  St. 

Luther  H.  Kendall  (965)  . .  .1001  Genesee  Bldg. 

Richard  B.  Morris  (925) . 505  Abbott  Rd. 

Fenton  M.  Parke  (906) . 66  Niagara  St. 

Robert  Parke  (1048) . 66  Niagara  St. 

Philip  W.  Ransom  (537) . 234  North  St. 

Ellsworth  Short  (846)... 646  Ellicott  Sq.  Bldg. 
J.  B.  Wood  (379) . 2747  Main  St. 


Metropolitan  City  of  New  York 

Borough  of  Bronx 

Charles  S.  Borger  (1049). .  .1005  E.  180th  St. 

Borough  of  Brooklyn 

James  P.  Clark  (178) . 127  Nassau  Ave. 

Frank  A.  Matrunola  (237).. 6903  Fourth  Ave. 
Albert  R.  Mencone  (377) .  .1176  Bushwick  Ave. 
Harry  A.  Moehring  (378) . 660  Fulton  St. 

I.  Jerome  Riker  (888).... 201  Montague  St. 

Borough  of  Manhattan 

Robert  H.  Armstrong  (966)..  12  E.  41st  Street 

Leo  Birnbach  (987) . 3607  Broadway 

Gordon  S.  Braislin  (889).... 545  Fifth  Ave. 

J.  Francis  Cahill  (241) . 235  W.  14th  St. 

J.  Clydesdale  Cushman  (928)  .281  Madison  Ave. 
Dominick  Di  Giacomo  (962) . 

370  Seventh  Avenue 

Alice  B.  Dodd  (456) . 26  W.  8th  St. 

Arthur  Eckstein  (799) . 370  Seventh  Ave. 

Matthew  G.  Ely  (890) . 76  William  St. 

,  Leonard  L.  Farber  (927) . 165  E.  72nd  St. 

Harry  B.  Helmsley  (538) . . .  .44  East  23rd  St. 
Herbert  R.  Houghton  (394) ....  12  E.  41st  St. 

S.  Edwin  Kaedin  (182) . 90  Broad  St. 

George  Keiller  (423) . 225  Fifth  Ave. 

Donald  O.  Kingman  (584) . 93  Worth  St. 

D.  O.  Morton  (231) . 521  Fifth  Ave. 

Walter  Oertly  (451) . 274  Madison  Ave. 

Jack  N.  Oppenheim  (963). 370  Seventh  Avenue 

Lloyd  J.  Phillips  (891) _ 134  West  72nd  St. 

Howard  M.  Sonn  (892) . 4060  Broadway 

Maurice  R.  Spear  (183) . 225  Fifth  Ave. 

F.  Durand  Taylor  (274) . 93  Worth  St. 

Boyd  E.  Wilson  (893) . 100  Fifth  Ave. 


Borough  of  Queens 

Henry  L.  Ammon  (926) . 

Chatham  Phenix  Bldg.,  L.  I.  City 

George  C.  Johnston,  Jr.  (866) . 

75-08  Roosevelt  Ave.,  Jackson  Heights 

Frank  S.  O’Hara  (437) . 

40-10  82nd  St.,  Jackson  Heights 

Westchester  County 

Raymond  R.  Beatty  (256) . 

72  Garth  Rd.,  Scarsdale 

Harry  D.  Cole  (180) . 

1  Stevens  Ave.,  Mount  Vernon 

Owen  A.  Mandeville  (750) . 

364  Post  Rd.,  Larchmont 

Rochester 

John  J.  Gokey  (929) . 53  E.  Main  St. 

Syracuse 

L.  T.  Eagan  (337)  .  .205  Starrett-Syracuse  Bldg. 

George  J.  Goldstein  (522) _ P.  O.  Box  1304 

Richard  N.  Groves  (512)..  121  E.  Genesee  St. 
Donald  T.  Pomeroy  (184) .  .327  Montgomery  St. 

NORTH  CAROLINA 

Asheville 

J.  T.  Chiott  (894) . Box  2123 

Durham 

W.  A.  Lutz  (685) . 109  Market  St. 

High  Point 

Ed  Mendenhall  (467).. 116  W.  Washington  St. 
Winston-Salem 

Stuart  Bondurant  (453).. 210  W.  Fourth  St. 
OHIO 

Akron 

Chauncey  C.  Howell  (303) . 

403  Second  Nat.  Bldg. 

Bernard  W.  Ley  (185) . 1099  S.  Main  St. 

Clinton  R.  Miller  (632) . 330  S.  Main  St. 

Louis  Wolcott  (633) . 

403  Second  Natl.  Bank  Bldg. 

Canton 

Fred  H.  Broad  (438) ....  700  Harter  Bk.  Bldg. 
George  W.  Gosser  (410).  .127  Second  St.,  N.  E. 

T.  K.  Harris  (634) . 127  Second  St.,  N.  E. 

Samuel  S.  Sherman  (635) . 

700  Harter  Bank  Building 

Cincinnati 

Robert  A.  Cline  (83) . The  Enquirer  Bldg. 

Erwin  G.  Downing  (275) . . . . 

N.  W.  Cor.  Fourth  A  Walnut  Sts. 
L.  V.  DuBois  (84) .  S.  W.  Cor.  Fifth  &  Main  Sts. 

Julius  J.  Heidacher  (585) . 

1027  Enquirer  Bldg. 

Robert  J.  Huller  (847) . 617  Vine  St. 

Ellsworth  F.  Ireland  (554) .  .4500  Carew  Tower 
Howa<(l  W.  Jones  (751).. 1027  Enquirer  Bldg. 
Carl  A.  Mayer  (49).  .1515  First  Nat.  Bk.  Bldg. 

Kent  L.  Phillips  (907) . 

1002  Enquirer  Bldg. 
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Robert  E.  Poysell  (930) . 

1204  Second  Nat  '1.  Bk.  Bldg. 

Robert  W.  Rieckhoff  (636) . 

Ill  East  Fourth  Street 

R.  Gordon  Tarr  (637) . 612  W.  Fifth  St. 

Fred  Tnke  (988) . 914  Main  St. 

Robert  E.  Tnke  (1050) . 914  Main  St. 

Lewis  A.  White  (50)  ....  Seventh  &  Walnnt  Sts. 
WUUam  R.  Young  (587).  1111  E.  McMillan  St. 

Cleveland 

Roj  C.  Carpenter  (380) ...  .Euclid  30th  Bldg. 

William  A.  Fox  (476) . 3030  Euclid  Ave. 

Louis  E.  Goldman  (540) . 71  Euclid  Bldg. 

Karl  F.  Kaserman  (895).  1404  East  Ninth  St. 
Carlton  Schultx  (36).. The  B.  F.  Keith  Bldg. 
Ray  M.  Shimmon  (471) .  .805  Hippodrome  Bldg. 
Lamont  H.  Stofer  (443)... 6523  Euclid  Ave. 
William  B.  West  (867)  . . .  .925  Guardian  Bldg. 


Columbus 

Wallace  E.  Nelson  (638) . 40  W.  Gay  St. 

Harold  F.  Zeig  (381) . 581  E.  Town  St. 


Dayton 

William  E.  Bohlender  (773) . 

906  Callahan  Bldg. 

Sidney  Eisenberger  (454) _ 729  Grand  Ave. 

L.  H.  Steinman  (602).... 232  N.  Ludlow  St. 

Eost  Cleveland 

Eldon  R.  Leo  (447) . 2009  Stanwood  Road 

Hamilton 

Jack  L.  Dalton  (1064) .  .307-8  Bentschler  Bldg. 

Richard  T.  Hosier  (469) . 

S.  E.  Cor.  2nd  &  High  Sts. 

Lakewood 

William  C.  Crawford  (440).. 2189  Mars  Ave. 
Lima 

Leonard  M.  Fishel  (956).. 64%  Public  Square 
Shaker  Heights 

Charles  E.  Norlin  (515) _ 16718  Kenyon  Rd. 

Springfield 

Harold  8.  Goodrich  (338) . 

25  New  Zimmerman  Bldg. 
John  H.  Goodrich  (1051) _ 44  E.  Main  St. 

Toledo 

Laurel  G.  Blair  (411) . 810  Madison  Ave. 

OKLAHOMA 

Muskogee 

Earl  G.  An  this  (903) . 

305-08  Metropolitan  Bldg. 
K  R.  Bryant  (639) . 1306  Boston 

Oklahoma  City 

V.  J.  Booth  (774) . 410  Perrine  Bldg. 

Harold  F.  Bradburn  (794) . 

Fidelity  Natl.  Bldg. 

Ralph  R.  Csirlin  (989) . 207  Local  Bldg. 

E.  L.  OrMg  (775) . 1400  Petroleum  Bldg. 

Cecil  L.  Turner  (848).. 866  First  Natl.  Bldg. 

Okmulgee 

Addison  Sessions  (283).... Ill  N.  Grand  Ave. 


Sand  Springs 

A.  H.  Burgess  (523) . 

Shawnee 

W.  C.  Gouldy  (1052) . 102%  E.  Main 

Harry  C.  James  (1053) . 9  W.  9th  Street 

Tulsa 

W.  J.  Bashaw  (776) . 229  Kennedy  Bldg. 

OUver  S.  Black  (777) . 116  E.  Fifth  St. 

Veda  M.  Bostick  (477).. 21  Atlas  Life  Bldg. 
Richard  H.  Chauncey  (795)..  116  E.  Fifth  St. 

R.  B.  Collins  (478) . 224  E.  Fourth  St. 

Victoria  Conwell  (483) ...  .2114  S.  Jamestown 

Kenneth  Crouch  (479) . 230  Beacon  Bldg. 

Ralph  M.  Darnell  (686) ....  103  Beacon  Bldg. 

Dan  J.  Davisson  (480) . 230  Beacon  Bldg. 

G.  H.  Galbreath  (778) . 

P.  O.  Box  488,  Natl.  Bk.  of  Tulsa  Bldg. 

T.  G.  Grant  (482) . 713  McBerney  Bldg. 

Morgan  Jones  (810) . 408  Thompson  Bldg. 

Ben  O.  Kirkpatrick  (356) . Hunt  Bldg. 

Edward  Watters  (37)..  1212  S.  Cincinnati  Ave. 
Wade  C.  Whiteside  (779) . 21  West  4th  St. 

OREGON 

Portland 

William  W.  Barendrick  (188) . 

206  Alderway  Bldg. 

Harry  W.  Bruck  (931) . 421  S.  W.  6th  St. 

Arvin  A.  Burnett  (932) . .  .225  S.W.  Broadway 

Harry  S.  Coleman  (357) . 

915  Public  Service  Bldg. 
M.  Jeffery  Holbrook  (933) . .  .421  S.  W.  6th  St. 

Clifford  W.  Johnson  (934) . 

1602  Public  Service  Bldg. 

C.  L  Meyers  (339) . P.  O.  Box  4410 

Chester  A.  Moores  (265). . .  .421  S.  W.  6th  St. 
David  B.  Simpson  (189).. 206  Alderway  Bldg. 
Waldemar  Spliid  (935).... 913  Corbett  Bldg. 

PENNSYLVANIA 

Altoona 

John  HUl  (603) . 1388  12th  Ave. 

E.  F.  McDowell  (656) .  .400-02  Central  Trust 
T.  Chester  Parsons  (657) . 1107  12th  Ave. 

Chester 

Earle  F.  Hewes  (217) . 521  Welsh  St. 

Erie 

Floyd  A.  Baker  (516) ....  Security  Bank  Bldg. 

Rowena  L.  Hagmann  (441) . 10  E.  10th  St. 

C.  Harrison  Kessler  (936) . 705  State  St. 

E.  W.  Miller  (517) . 309-12  Masonic  Bldg. 

Hovertown 

R.  Drummond  Smith  (195).  1622  Ridgeway  Rd. 
Lancaster 

George  B.  Hetrick  (957) ...  .53  N.  Duke  Street 
Norristowa 

Lewis  C.  Detwiler  (218) . 6  E.  Airy  St. 

Philadelphio 

Boyd  T.  Barnard  (66).  .Lincoln-Liberty  Bldg. 
Frank  G.  Binswanger  (937)..  1420  Wa&nt  St. 
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John  Chatley,  Jr.  (990) . 135  S.  Broad  St. 

Chester  J.  GiJieotta  (108) . 

200  Bankers  Securities  Bldg. 

Elton  G.  Crockett  (455) . 112  S.  16th  St. 

Hugh  F.  Gerhard  (589) . 

Washington  &  Ogontz 

H.  Walter  Graves  (220) . 

Bankers  Securities  Bldg. 

Beynold  H.  Greenberg  (38) . 

17th  &  Sansom  Sts. 

William  H.  Groetzinger,  Jr.  (518) . 

533  Land  Title  Bldg. 
Alfred  L.  Haig  (318).... 7010  Elmwood  Ave. 

Samuel  T.  Hall  (111) . 123  S.  Broad  St. 

Boy  A.  Heymann  (112) . 215  S.  Broad  St. 

Boy  A.  Heymann,  Jr.  (753).. 213  S.  Broad  St. 

0.  Harry  Johnson  (52) . Packard  Bldg. 

John  G.  Keck  (114) . 1622  N.  Broad  St. 

E.  Fred  Kemner  (190) . 

Bustleton  &  Grant  Aves. 

James  C.  Leeper  (221) . 

Boom  2929  12  S.  12th  St. 

James  H.  Livezly  (191) . 

S.  E.  Cor.  Sixth  &  Dickinson  Sts. 

John  J.  MacDonald  (413) . 

Beal  Estate  Trust  Bldg. 
J.  William  Markeim  (43)....  1606  Walnut  St. 

WilUam  I.  MirkU  (67) . 123  S.  Broad  St. 

Walter  A.  Nash  (193) ...  .1307  Packard  Bldg. 

Thomas  Calvin  Pillion  (115) . 

Walnut  &  Juniper  Sts. 

William  Pugh  (116) . 5713  Market  St. 

Albert  Quell  (590) . 1420  Walnut  St. 

Boland  B.  Bandall  (340) . . .  .1211  Chestnut  St. 

F.  M.  Bichards  (991) . 123  S.  Broad  St. 

Herbert  H.  Bose  (222) . 8  S.  40th  St. 

Edward  Bosewater  (194) . 

209  Lewis  Tower  Bldg. 

James  C.  Seiss  (304) . 1622  N.  Broad  St. 

Bichard  J.  Seltzer  (117) . 

Boom  2929  12  S.  12th  St. 

Walter  B.  Taylor  (224) . 27  S.  40th  St. 

George  B.  Weikel  (225) . 

N.  E.  Cor.  17th  &  Sansom  Sts. 


Pittsburgh 


A.  J.  Aberman  (226) . 429  Fourth  Ave. 

M.  J.  Aberman  (227) . 429  Fourth  Ave. 

Stanley  W.  Arnheim  (723) . 541  Wood  St. 

Bichard  J.  Aronson  (992)  .  .1st  FI.,  Frick  Bldg. 

Norman  S.  Blair  (305) . 341  Fourth  Ave. 

Harold  F.  Burnsworth  (849).. 524  Federal  St. 

M.  B.  ColUns  (545) . 336  Fourth  Ave. 

.  H.  M.  Curry  (546) . 336  Fourth  Ave. 

James  F.  Gilson  (228) . 311  Fourth  Ave. 


William  M.  Hall  (386).  .695  Washington  Blvd. 

J.  E.  Headley  (640) . 

4th  Avenue  and  Wood  Street 

Francis  H.  Jacob  (788) . 

718  N.  Homewood  Ave. 

William  McCnne  (897) . 617  Frick  Bldg. 

B.  K.  McCurdy  (868) . 6001  Center  Ave. 

George  A.  Meyers  (229).... 450  Fourth  Ave. 
Hugh  A.  Murphy  (898). 2995  W.  Liberty  Ave. 
Albert  A.  Murrer  (899).... 429  Diamond  St. 

Harry  E.  Pople  (306) . 

420  Perry  Highway,  West  View 


B.  F.  Bichards  (232) . 6006  Centre  Ave. 

Harry  P.  Bichter  (850) . . .  .214  Carnegie  Bldg. 

E.  W.  Bndert  (233) . 711  Washington  Bd. 

Meyer  H.  Sachs  (484) . 5822  Forbes  St. 

Frank  W.  Schomagle  (234).. 440  Fourth  Ave. 
Sidney  A.  Schwartz  (854) . 

218  Bakewell  Bldg. 

F.  E.  Shaughnessy  (235) . 7216  Kelly  St. 

James  W.  Stevenson,  Jr.  (547) . 

666  Washington  Bd. 
Harry  B.  Tarr  (1065)  . . .  .835  Warrin^on  Ave. 

Arthur  F.  Texter  (358) . 720  Wood  St. 

Benjamin  Thorpe  (649).. 218  Bakewell  Bldg. 

Thomas  N.  Wilson  (548) . 

1100  Jones  Law  Bldg.,  530  4th  Ave. 
Balph  C.  Ziegler  (687) . 604  Dravo  Bldg. 

Reading 

Miller  J.  Eckel  (307) . 45  N.  Fourth  St. 

Sidney  L.  McDvain  (550) . 

616  Washington  St. 
Jacob  L.  Bieser  (549).... 616  Washington  St. 

M.  Duke  Sowers  (541) . 533  Penn.  St. 

William  M.  Stottlemyer  (641) . 

1100  North  Ninth  Street 


Scranton 

Harry  M-  Gordon  (851) . 

1st  National  Bank  Bldg. 

Wilkes-Barre 

Bobert  L.  Casper  (55) . Miners  Bk.  Bldg. 

Anne  G.  Young  (591).  .Miners  Natl.  Bk.  Bldg. 


Wilkinsburg 

G.  Bobert  Berringor  (780) . 

1311  Swissvale  Ave. 


Williamsport 

Fred  B.  Wetzel  (56) . 317  Pine  St. 

SOUTH  CAROLINA 

Greenville 

Alester  G.  Furman,  Jr.  (276) . 

1500  Woodside  Bldg. 

TENNESSEE 

Chattanooga 

Scott  N.  Brown  (196) . 105  W.  8th  St. 

Web  C.  Brown  (949) . 118  E.  8th  St. 

Chas.  D.  Moore  (1054) . 118  E.  8th  St. 

B.  D.  Payne  (852) . 118  E.  8th  St. 

A.  C.  Pinckley  (642) . 4122  Alabama  Ave. 

B.  Glenn  Young  (958) ..  .105-07  W.  Eighth  St. 

Knoxville 

Eugene  Fretz  (993) . 405  W.  Church  Ave. 

Memphis 

W.  E.  Althauser  (938) .  1223-24  Sterick  Bldg. 

H.  D.  Dermon  (555) . 106  Dermon  Bldg. 

W.  D.  Galbreath  (68) . 

Columbian  Mutual  Tower 

B.  Bollu  Goldzby  (939) . 

734-37  Medical  Arts  Bldg. 

John  J.  Heflin,  Jr.  (387) . 

Columbian  Mntnal  Tower 
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Will  H.  Higgins  (414) . 149  Monroe  Ave. 

Albert  F.  Kerns  (424) . .  601  U.  P.  Bank  Bldg. 

Nashville 

J.  B.  GiUespie  (118).  1132  3d  Natl  Bank  Bldg. 

4th  Ave.,  and  Church  Street. 


Oak  Ridge 

Woodford  O.  Taylor,  Jr.  (376) .  .P.  O.  Box  456 


TEXAS 

Amarillo 

J.  Hal  Brown  (69) . 215  W.  Ninth  St. 

Bobert  Bicks  (811) . Amarillo  Bldg. 


Austin 

Edgar  E.  Jackson  (940) . 

513  Capital  Nat  T.  Bk.  Bldg. 

George  W.  Sandlin  (941) . 

513  Capital  NatO.  Bk.  Bldg. 

Corpus  Christi 

Bae  A.  Easley  (796).... 608  Lower  Broadway 
William  T.  Neyland  (999) . 105  Chaparral 


Dallas 

Ervin  W.  Atkerson  (781) . 

P.  O.  Box  4128,  Sta.  A 
J.  A.  Burney  (782). .  .918  Irwin-Keasler  Bldg. 

Otis  M.  Caskey  (994) . 1209  Main  St. 

Lawrence  C.  Gallaway  (942).... 207  Prather 

Jess  Lafferty  (783) . 109  N.  Field 

J.  W.  Lindsley,  Jr.  (784) . 1209  Main  St. 

Max  Ploeger,  Jr.  (658) . . .  .Ill  So.  Murphy  St. 
Joseph  B.  Smith  (785) .  .Cotton  Exchange  Bldg. 

Bichard  V.  Worlu  (661) . 

1505  Dallas  Natl.  Bank  Bldg. 


El  Paso 

W.  M.  Zuendt  (187) . Bassett  Tower  Bldg. 

Fort  Worth 

E.  Morgan  Townsen  (786) . .  Electric  Building 
Harlingen 

W.  Vernon  Walsh  (787) . 123  8.  Krst  St. 


Houston 

C.  H.  BeU  (943) . 319  Kress  Bldg. 

William  G.  Farrington  (812) . 

1719  Sunset  Blvd. 
C.  P.  Sledge  (967) . 3543%  Michaux  Street 


Son  Antonio 

A.  H.  Cadwallader,  Jr.  (197) . 

935  Majestic  Bldg. 

John  O.  Flannery  (944) . 217  Travis  Bldg. 

Lewis  Kayton  (945) . 115  W.  Travis  St. 

Harold  W.  Keller  (236)..  1215  Majestic  Bldg. 
Bath  C.  Yelton  (604) . 618  Gunter  Bldg. 


UTAH 

Salt  Lake  City 

Harold  J.  Kemp  (946) . 

Walker  Bank  k  Trust  Co.  Trust  Dept. 

H.  P.  Kipp  (504) . 151  So.  Main  St. 

Parker  P.  Bobison  (959) . 

19  W.  South  Temple  St. 


Edwin  Whitney  (872) . 132  8.  Main  St. 

F.  Grin  Woodbury  (58) . 

Ill  E.  on  S.  Temple  St. 


VIRGINIA 


Arlington 

Jack  B.  Jones  (597) . Box  166,  Main  Office 

Foirlington 

Stephen  B.  Barker  (676) . . .  .4634  36th  St.,  8. 


Newport  News 

Emanuel  E.  Falk  (960) . 134-26th  Street 


Norfolk 

Bobert  C.  Goodman  (688).. 600  Dickson  Bldg. 
WiUiam  C.  Kntz  (853) .  .105  W.  City  Hall  Ave. 
Virginius  H.  Nusbaum  (724)..  148  Granby  St. 
Irving  F.  Truitt  (689) . 438  Boush  St. 


Portsmouth 

T.  B.  Lee  (900) . 403  Middle  St. 

Richmond 

Alfred  L.  Blake,  Jr.  (556) . 20  N.  8th  St. 

Merrill  E.  Baab  (200) . 710  E.  Main  St. 


Morton  G.  Thalhimer  (57)..  1013  E.  Main  St. 
WASHINGTON 

Bellingham 

E.  A.  Wheeler  (257) . P.  0.  Box  255 

Seattle 

Arthur  Z.  Bold  (258) . 810  Second  Ave. 

Bert  G.  Owen  (259) . 2126  3rd 

Donald  H.  Yates  (342).... 302  Bepublic  Bldg. 
Spokane 

Wallace  D.  Baker  (948)  .515  W.  Biverside  Ave. 
Tacoma 

Martha  A.  Allen  (1066) . 1012  Bust  Bldg. 

Herbert  F.  Syford  (754).. 400  Fidelity  Bldg. 
Victor  H.  Vine  (947) . 109  S.  10th  St. 

WEST  VIRGINIA 

Huntington 

Charles  E.  Hoover  (551) . P.  O.  Box  707 

K.  Boss  Lutz  (643) . 915  Fifth  Avenue 

WISCONSIN 

Madison 

D.  J.  Benedict  (59) . 24  W.  Mifflin  St. 

Earl  D.  Haley  (359) . 124  State  St. 

Milwaukee 

Melvin  M.  Biehl  (755) . . .  .4738  W.  Lisbon  Ave. 

Herbert  W.  Engel  (725) . 1225  S.  16th  St. 

Gene  J.  Hartung  (726) . . .  .1802  W.  Center  St. 

Erwin  A.  Henschel  (756) . 

4347  W.  Fond  du  lac  Ave. 
H.  L.  Kadish  (727).. Em.  316,  808  N.  3rd  St. 

Elmer  W.  Lentz  (646) . 735  N.  Water  St. 

J.  A.  Lippert  (647) . 611  N.  Broadway 

Bath  E.  Mueller  (757) . 

745  N.  Plankinton  Ave. 

J.  Clifford  Olson  (758) . 1032  8.  105  Ct. 

Hugo  Forth  (730) . 339  W.  North  Ave. 
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August  Bicbter,  Jr.  (759) . 

152  W.  Wisconsin  Ave. 
David  H.  Sandler  (760).... 612  N.  Water  St. 
Ambrose  Sullivan  (732) ...  .5311  N.  Diversej 

V.  L.  White  (761) . 612  N.  Water  St. 

Glen  A.  Wilson  (505) .  .161  W.  Wisconsin  Ave. 

BRITISH  COLUMBIA.  CANADA 

Vancouver 

John  Gibson  Walker  (201) . 

2091  Creelman  Ave. 

ONTARIO,  CANADA 

Toronto 

Baymond  Bosley  (1055) . 

28  Adelaide  St.,  West 


William  H.  Bosley  (902) . 

28  Adelaide  St.,  West 
Cyril  B.  DeMara  (733) . 372  Bay  St. 

QUEBEC.  CANADA 

Montreol 

Albert  T.  Grimstead  (1056) . 

1367  Greene  Ave. 
Chester  M.  Martin  (901).. 455  St.  John  St. 

MEXICO 


Mexico  City 

Isidro  Sanchez  Ortigosa  (869) . 

P.  O.  Box  No.  107 
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Accredited  Management  Organizations 

Institute  of  Real  Estate  Management 


The  Institute  of  Beal  Estate  Management  desig¬ 
nates  as  an  “Accredited  Management  Organiza¬ 
tion”  any  management  agency  which  meets  its 
established  standards  of  ability  and  integrity 
which  are: 

1.  It  shall  be  reputably  engaged  in  the  busi¬ 
ness  of  property  management  in  the  locality 
in  which  it  operates; 

2.  Its  management  policies  and  techniques  shall 
be  established  by  individuals  who  are  ex¬ 
perienced  and  qualified  in  property  manage¬ 
ment; 

3.  It  shall  cover  all  money  handling,  account¬ 
ing,  and  disbursement  personnel  by  proper 
and  adequate  fidelity  bonds; 

4.  It  shall  segregate  the  funds  of  its  clients,  at 
all  times,  from  those  of  the  organization  by 
deposit  in  a  separate  bank  account  which 
shall  always  contain  100  per  cent  of  the  funds 
of  every  client; 

5.  It  shall  not  receive  a  commission,  rebate,  dis¬ 
count,  or  other  benefit  without  the  client’s 
knowledge; 

6.  It  shall  not  make  any  misleading  or  inac¬ 
curate  representation  to  the  public; 

7.  It  shall  have  a  Certified  Property  Manager 
in  an  executive  position  relating  to  its  prop¬ 
erty  management  activities; 

8.  It  or  one  of  its  principals  shall  be  a  member 
of  a  local  board,  or  an  Individual  Member, 
of  the  National  Association  of  Beal  Estate 
Boards. 


ALABAMA 

Mobile 

JcLiuB  E.  Manx,  Realtor . 

623-4  Annex  First  National  Bank  Building 

ARKANSAS 

Little  Rock 

COKKIB  ft  Bau>win . 518  Exchange  Bldg. 

CALIFORNIA 

Beverhr  Hills 

Thi  Bkaumont  Go . 8644  Wilahire  Blvd. 

Oxwax  Elkins  Oompant 

Beverly  Drive  at  Santa  Monica  Boulevard 

Fresno 

Paul  Gaxoo . 618  J.  W.  Patterson  Bldg. 

Hollywood 

Bkal  Estatx  Manaoeiixnt  Coupant . 

1585  Croesroads  of  the  World 
XJdall  ft  Bichabm,  iNa . 1680  N.  Vine 


Long  Beach 

M.  O.  Wild . 139  East  Third  St. 

Los  Angeles 

Stewakt  L.  Cbxbs . 124  8.  LaBrea  Ave. 

W.  L  Hollinoswosth  Pbopebty  Management 

Co . 606  8.  Hill  St. 

Hakold  K.  HuNTSBEEGEa . 2404  W.  7th  St. 

Pbici  and  Company . 427  S.  Olive  St. 

Philip  M.  Bea  Company . 

3725  Wilshire  Boulevard 
William  Walters  Company 

3923  West  ^th  Street 

Son  Diego 

O.  W.  Cotton- Co . 524  B  Street 

Percy  H.  Goodwin  Company 

300  First  National  Building 
Fred  B.  Mitchell  Co . 1405  Sixth  Avenue 

Son  Francisco 

Property  Management  Company . 

Ill  Sutter  St. 


Wilmington 

J.  B.  Chadwick . 307  Avalon  Bldg. 


COLORADO 

Colorado  Springs 

Padgett  Realty  Co..  .19  E.  Pikes  Peak  Avenue 
Denver 

The  Walter  S.  Cheesman  Bealty  Company. 

1624  Tremont  Place 

V.  J.  Dunton  Realty  Co . 

402-11  Midland  Savings  Bldg. 

Garbett-Brompielo  ft  Co . 650  17th  St. 

Moore  Realty  Company.  1725  California  Street 

Morrison  ft  Morrison,  Inc . 1650  Broadway 

The  Frederick  R.  Boss  Investment  Co . 

United  States  Natl.  Bank  Bldg. 

Van  Schaack  ft  Co . 724  17th  Street 

Pueblo 

Steel  City  Investment  Co... 810  North  Main 
CONNECTICUT 

Bristol 

Tracy,  Driscoll  ft  Go.,  Inc . 126  Main  Street 

Hortford 

0.  M.  Middlebbook,  Realtor.. 1%  Asylum  Street 
DELAWARE 

Wilmington 

Arnold  Goldsborouoh . 9  E.  12th  Street 
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DISTRICT  OF  COLUMBIA 

Washington 

Bbodib  and  Coldest,  Inc.  . .  1931  E  Street,  N.  W. 
J.  Wesley  Buchanan.  . .  .1732  K  Street,  N.  W. 

Capital  View  Eealtt  Company . 

925  New  York  Avenue,  N.  W. 

Drusy  Realty  Corporation . 

1737  K  Street,  N.  W. 

B.  A.  Humphries,  Bealtora . 

808  N.  Capitol  Street 

Chas.  C.  Eoones  &  Co . 212  Southern  Bldg. 

J.  A.  McEeeves  Company,  Inc . 

1614  K  Street,  N.  W. 

Mount  Vernon  Mortgage  Corporation 

1406  M  St.,  N.  W. 

Shannon  &  Luchs  Company . 

1505  H  Street,  N.  W. 
The  Washington  Loan  and  Trust  Company 
900  F  Street,  N.  W. 

Weinberg  &  Bush,  Inc . 1707  H  St.,  N.  W. 

The  Carey  Winston  Co.  . .  739 15th  Street,  N.  W. 


FLORIDA 

Jacksonville 

Reese,  Mason  &  Richardson 

315  W.  Pomyth  Street 

Miami 

Hollopetes  ft  Post,  Inc . 151  N.  E.  35th  St. 

The  Keyes  Company . 234  Biscayne  Blvd. 

Tampa 

Carlton  C.  Cone.... 442  W.  Lafayette  Street 

J.  W.  Cooper,  Inc . 

126  E.  Lafayette  St.,  P.  O.  Box  29 
Jay  Hearin,  Bealtora.  .Tampa  Theater  Building 

West  Palm  Beach 

Studstill  ft  Hollenbeck,  Inc . 

108  S.  Olive  Avenue 

GEORGIA 

Atlanta 

Adam  Cates  Company . 201  Hurt  Bldg. 

Draper-Owens  Co . Grant  Building 

J.  H.  Ewing  ft  Sons  ....  65  N.  Forsyth  Street 

’  Rankin-Whitten  Realty  Company . 

141  Carnegie  Way,  N.  W. 

Sharp-Boylston  Company . 

39-41  Forsyth  St.,  N.  W. 

Augusta 

Sherman  and  Hemstreet,  Inc . 

133  Eighth  St. 

Savannah 

Dotson  Realty  Company . 9  Bull  Street 


ILLINOIS 

Chicago 

Baird  ft  Warner,  Inc . 215  N.  Dearborn  St. 

Downs,  Mohl  ft  Company . 

38  S.  Dearborn  Street 
Draper  and  Kramer,  Incorporated 

16  N.  Dearborn  Street 
Landau  and  Perlman.  ..  .110  S.  Dearborn  St. 

McKey  ft  PoAGUE,  Inc . 1172  E.  63rd  Street 

Donald  P.  Moore,  Inc.  . .  7748  S.  Ashland  Ave. 

Leslie  M.  Price . 6826  Stony  Island  Ave. 

Boss,  Browne  ft  Fleming 

919  N.  Michigan  Ave. 

Prank  G.  Reynolds  ft  Co . 500  N.  Dearborn 

M.  A.  Bush  Realty  Company . 

5708  N.  Ridge  Ave. 

SuDLER  ft  Company . 134  N.  LaSalle  St. 

Swan-Lorish,  Inc . 1355  E.  53rd  St. 

Milton  M.  Worsek  and  Company . 

4007  W.  Lawrende  Ave. 

Oak  Park  ' 

Geo.  B.  Hemingway  Organization,  Inc . 

1026  North  Boulevard 
C.  E.  Rackow  ft  Co . 834  S.  Oak  Park  Ave. 

Peoria 

CoMMERaAL  National  Realty  Co . 

308  Lehmann  Building. 
Jefferson  and  Main  Streets 

INDIANA 

Anderson 

Anderson  Banking  Company . 

Anderson  Bank  Building 

South  Bend 

Whitcomb  ft  Keller,  Inc . 

232  W.  Jefferson  Boulevard 


IOWA 

Des  Moines 

Jester  ft  Sons . 209  Fleming  Building 


KANSAS 

Dodge  City 

L.  F.  Meyers . 503  First  Avenue 

Topeka 

Neiswanger  Company,  Inc . 

New  England  Building,  Room  330 


KENTUCKY 

Louisvilla 

Goodman  ft  Hambleton,  Incorporated . 

Louisville  Trust  Building 
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LOUISIANA 

New  Orleans 

Gio.  Danzigeb . 822  Union  St. 

J.  Wallace  Paletou,  Inc..  .310  Carondelet  St. 
Waouespack,  Pratt  Co . 812  Perdido  Street 


MARYLAND 

Baltimore 

W.  Burton  Gut  &  Co.,  Inc . 11  E.  Chase  St. 

Haupson  Beal  Estate  Offices . 

1103  Union  Trust  Building 
The  Boland  Park  Company  . .  4810  Boland  Ave. 

E.  Randolph  Wootton  &  Company . 

701  Cathedral  Street 


MASSACHUSETTS 

Boston 

Hunneman  and  Company.. 5  Arlington  Street 

Niles  Management,  Inc . 

1568  Commonwealth  Apenue 
Robert  A.  Nordblom  Management  Co. 

50  Congress  Street 

Brookline 

CurroRD  y.  Miller,  Inc...  1394  Beacon  Street 

A.  M.  SONNABEND  ^OPERTIES . 

1870  Beacon  Street 

Cambridge 

George  A.  Giles  and  Son . 

689  Massachusetts  Avenue 

Lynn 

Harry  T.  Turner  Co . 56  Central  Avenue 

Springfield 

Henry  M.  Clark  Company . 100  Broadway 


MICHIGAN 

Detroit 

Hannan  Beal  Estate  Exchange  Inc . 

144  Lafayette  Boulevard 

H.  P.  Holmes,  Inc . 416  Hammond  Bldg. 

Lambrecht  Kelly  Company . 

530  Shelby  Street 
Homer  Warren  &  Company _ 600  Dime  Bldg. 

Flint 

Darby  &  Son.  . .  .301-5  Flint  P.  Smith  Building 
Piper  Realty  Company. 602  F.  P.  Smith  Bldg. 

Lansing 

Advance  Realty  Company . 

105  E.  Washtenaw  Street 
Edward  G.  Hacker  Company  . .  Hacker  Building 
Porter  Realty  Co . 904  Prudden  Building 


MINNESOTA 

Minneapolis 

Thorpe  Bros.  Inc . 519  Marquette  Avenue 

MISSISSIPPI 

Jackson 

L.  T.  Rogers,  Realtor . 

514  Lamar  Life  Building 


MISSOURI 

Kansas  City 

A.  W.  Chiijis  and  Sons,  Inc . 

505  Victor  Building 
Charles  F.  Curry  Real  Estate  Company  . . . 

921  Baltimore  Avenue 

Lewis  Kitchen  Realty  Company . 

928  Grand  Avenue 

John  A.  Moore  &  Company,  Inc . 

415  National  Fidelity  Life  Building 

0 'Flaherty  Norman  Co . 

909  Baltimore  Avenue 

Carl  B.  Rechner  &  Associates . 

1000  National  Fidelity  Life  Building, 
1002  Walnut  Street 
Woodward  &  Company . 114  W.  10th  St. 


St.  Louis 

Dolan  Company,  Realtors . 

6401  Manchester  Avenue 

Maginn  Company,  Inc . 721  Olive  St. 

Carl  G.  Stifel  Realty  Co.. 6394  Delmar  Blvd. 

Clarence  M.  Turley,  Inc . 

1321  Ambassador  Building 
Wenzuck  Sales  &  Management  Organiza¬ 
tion,  Inc . 3658  W.  Pine  Boulevard 


_  NEBRASKA 

Omaha 

Hal  Easton  Company.  ..  .527  Securities  Bldg. 

T.  H.  Maenner  Company . 

C5ty  Natl.  Bank  Building 


NEW  JERSEY 

Atlantic  City 

Joseph  D.  Farrington. 21  S.  Tennessee  Avenue 
Bayonne 

Tucker  Management . 726  Broadway 


Camden 

Nutter  Mortgage  Service.. 509  Cooper  Street 

East  Orange 

Henry  M.  Lesher . 58  N.  Grove  St. 

Frank  H.  Taylor  &  Son,  Inc... 520  Main  St. 
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Elizabeth 

B.  B.  Miller  Manaoeuent  Go . 

261  N.  Broad  Street 

Hoboken 

C.  B.  Snyder  Co.  Inc . 61  Newark  Street 

Jersey  City 

Harry  V.  Moser,  Inc . 850  Bergen  Avenue 

Walter  Koster  Realty  Co . 

2325  Hudson  Boulevard 
Geo.  J.  Wolf  Realty  Co..  .245  Jackson  Avenue 

Newark 

Abeles-Stevens . 786  Broad  Street 

David  Cronheim . 39  Branford  Place 

Albert  M.  Greenfield  &  Co . 

17  Academy  Street 

Kieb-Pasbjero,  Inc . 18  Beaver  St. 

Sargent  Dumper,  Inc . 744  Broad  Street 

Paterson 

Samuel  P.  Vought . 13  Smith  Street 

Plainfield 

J.  G.  Mulford  Company . 201  Park  Avenue 

Princeton 

Edmund  D.  Cook,  Bedltor. . .  190  Nassau  Street 
Teaneck 

Alexander  Summer,  Inc . 

Queen  Anne  Bd.  Cor.  Cedar  Lane 

Trenton 

W.  M.  Dickinson  Co . 145  E.  Hanover  St. 

Union 

L.  J.  Zehnbauer . 954A  Stuyvesant  Avenue 

Westwood 

Walter  E.  Hudson . 25  Westwood  Avenue 

NEW  YORK 

Buffalo 

Parke,  Hall  &  Go . 66  Niagara  Street 


Walter  Oertly  Associates,  Incorporated... 

274  Madison  Avenue 

Sonn-Saalberg  Co . 4060  Broadway 

Durand  Taylor  Company.  ..  .93  Worth  Street 


NORTH  CAROLINA 

Highpoint 

Mendenhall-Moore,  Realtors . 

116  W.  Washington  St. 


OHIO 

Cincinnati 

Robert  A.  Cline,  Inc . 

1027  Enquirer  Building,  617  Vine  Street 

Thomas  Emery’s  Sons,  Inc . 

4500  Carew  Tower 
The  Fifth  Third  Union  Trust  Company.... 

Fourth  &  Walnut  Streets 

Theodore  Mayer  &  Bro . 

1515  First  National  Bank  Building 

Fred’k.  a.  Schmidt,  Inc . 

Fifth  and  Main  Streets 
Walter  H.  Tarr  &  Son.  . .  .612  W.  Fifth  Street 
The  Title  Guarantee  &  Trust  Company.  . . . 

Dixie  Terminal  Bldg. 
Fred  Tuke  &  Son . 914  Main  St. 

Cleveland 

Carlton  Schultz  Management,  Inc . 

200  B.  F.  Keith  Building 

Karl  F.  Kaserman . 1404  East  Ninth  St. 

Steller  &  Stofer,  Inc... 6523  Euclid  Avenue 

Dayton 

W.  E.  Bohlender  &  Company . 

906  Callahan  Building 

Sidney  Eisenberger  Realty  Co . 

729  Grand  Avenue 

Hamilton 

The  Citizens  Realty  Co.. 713  Rentschler  Bldg. 
OKLAHOK^A 

Muskogee 

E.  R.  Bryant  Real  Estate  Agency . 

628  Equity  Building 


Metropolitan  City  of  New  York 

Borough  of  Bronx 

Steinmetz  Borges,  Inc . 1005  E.  180th  St. 

Borough  of  Brooklyn 

Bulkley  &  Horton  Co . 660  Fulton  Street 

Albert  R.  Mencone.  .  .1176  Bushwick  Avenue 

Borough  of  Manhattan 

Dwight-Helmsley,  Inc . 44  E.  23rd  Street 

Arthur  Eckstein,  Inc... 3 70  Seventh  Avenue 

Farber-Wittman,  Inc . 165  E.  72nd  St. 

Walter  L.  Frank  Management  Corporation. 

3607  Broadway 


Oklahoma  City 

The  Bond  Rental  Co..  .410  Perrine  Building 
Harry  S.  Carlin  Co . 207  Local  Bldg. 

Tulsa 

Crouch,  Davisson  and  Mulhall . 

Suite  230,  Beacon  Building 

Ralph  M.  Darnell  Company . 

103  Beacon  Building 

Hall  Investment  Company . 

224  E.  Fourth  St. 

Kirkpatrick  Investment  Company . 

''  1225  Hunt  Building 

Sutton-Noston  Company.  .Atlas  Life  Building 
Whiteside  &  Whiteside . 21  W.  4th  Street 
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OREGON 


Portland 

Waidimab  Splhd . 913  Corbett  Bldg. 

PENNSYLVANIA 


Erin 

Haouaknb,  Beaitor$ . 10  E.  10th  Street 

£.  W.  Milleb  Company _ 309  Masonic  Bldg. 

Philadelphia 

Pbank  6.  Binswangeb,  Inc..  .1420  Walnut  St. 

Joseph  J.  &  Reynold  H.  Gbeenbebo,  Inc . 

17th  and  Sansom  Streets 

HrrMANN  ft  Bro.. . 215  South  Broad  Street 

John  G.  Keck  ft  Co . 1622  N.  Broad  Street 

John  J.  MacDonald . 

1105  Beal  Estate  Trust  Building 

WnjJAM  I.  Mibkil  Co . 123  S.  Broad  Street 

Wm.  H.  W.  Quick  ft  Bbo.,  Inc.. 8  S.  40th  Street 
Richard  J.  Seltzer . 12  South  12th  St. 

Pittsburgh 

Stanley  W.  Abnheim,  Inc . 541  Wood  Street 

W.  M.  Hall  Co . 695  Washington  Road 

Kelly-Wood  Real  Estate  Company . 

6001  Center  Ave.,  comer  Hiland  Avenue 

North  Side  Beal  Estate  Company . 

524  Federal  St.,  N.  S. 

E.  W.  Rudebt . 711  Washington  Road 

Stevenson,  Williams  Company . 

666  Washington  Road 
Abthub  F.  Texteb . 720  Wood  Street 

SOUTH  CAROLINA 

Greenville 

Alesteb  G.  Fdbman  Co..  .Woodside  Building 
TENNESSEE 

Chottanooga 

American  National  Bank  ft  Trust  Co . 

734  Market  St. 

C.  y.  Brown  ft  Bbo . 118  E.  8th  St. 


Dallas 

Banks-Bubney  Company . 

918  Irwin-Kcasler  Building 

C.  C.  Gallaway  &  Company . 207  Prather 

J.  W.  Lindsley  ft  Company . 

1209  Main  Street 

Joseph  R.  Smith  ft  Co . 

Cotton  Exchange  Building 

Chas.  E.  Turner  Co.,  Inc . 

Ill  S.  Murphy  Street 

George  W.  Works . 

1505  Dallas  National  Bank  Building 

Harlingen 

W.  Vernon  Walsh  Realty  Company . 

123  S.  First  St. 

Houston 

The  Sam  Realty  Company.. 815  Kress  Bldg. 

Sledge  Realty  Company . 

3543%  Michaux  Street 

San  Antonio 

A.  H.  Cadwallader,  Jr.  . .  935  Majestic  Building 
Ruth  O.  Yelton . 618  Gunter  Building 

UTAH 

Suit  Lake  City 

Woodbury  Corp...111  E.  on  S.  Temple  Street 
VIRGINIA 


Newport  News 

Dbuckeb  ft  Falk . 134  26th  St. 

Norfolk 

Goodman-Segar-Hogan,  Inc . 

600  Dickson  Building 


Richmond 

Alfred  L.  Blake  ft  Sons,  Inc..  .20  N.  8th  Street 

Morton  G.  Thalhimer,  Inc . 

1013  E.  Main  Street 


WASHINGTON 


Seattle 

Yates,  Rii^y  ft  MacDonald . 

302  Republic  Building 


Memphis 

Dave  Dermon  Company . Dennon  Building 

Hobson-Kerns  Company,  Inc . 

601  Union  Planters  Natl.  Bk.  Bldg. 

Percy  Galbreath  ft  Son . 

801  Columbian  Mutual  Tower  Building 

Edward  Lemasteb  Company . 

1223-24  Sterick  Bldg. 

TEXAS 

Amarillo 

Askew  ft  Brown . 109  E.  9th  Street 

Corpus  Christ! 

_  Rae  Easley  Company.  . .  .608  Lower  Broadway 

W.  M.  Neyland  Realty  Company . 

105  N.  Chaparral  St. 


WISCONSIN 

Madison 

D.  J.  Benedict . 24  W.  Mifflin  Street 

Milwaukee 

Dick  ft  Reuteman  Co.  . .  316  Century  Building 

ONTARIO,  CANADA 

Toronto 

W.  H.  Bosley  &  Co . 28  Adelaide  St.,  W. 

QUEBEC,  CANADA 

Montreal 

Westmount  Realties  Company . 

1367  Greene  Ave. 
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